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“LIGNASAN” LARRY SAYS: 
““You can keep lumber bright—free from sap- 
stain—even during warm, humid weather.“ 


Wood construction is vital. And lum- 
ber that’s free of sapstain dries more 
quickly and can be more accurately 
machined. It takes paint better, too. 
In addition to these economic rea- 
sons, nobody likes to see ugly, dis- 
colored lumber. 


Take a tip from thousands of suc- 
cessful lumbermen: get more bright 
lumber, less degrade, by using “‘Lig- 
nasan.’’ For more than 12 years, 
“Lignasan” has been the leader in 
the field of anti-stain chemicals. And 


here are four reasons why: 


1. “LIGNASAN” provides better pro- 
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tection from stain when sapwood 
needs it most—during the initial air- 
seasoning period. And it stays on the 
job even in slow-drying weather. 


2. “LIGNASAN” is economical. One 
pound produces fifty gallons of solu- 
tion. That’s enough to treat from 4M 
to 5M board feet of 1” lumber. 


3. “LIGNASAN” iS easy to use. You 
don’t even have to bother weighing 
it when making up a batch. One pint 
by volume weighs one pound. It 
mixes well in cold water. And it may 
be applied by dipping or spraying. 


4. “LIGNASAN” is convenient. You 
don’t have to go to the trouble of 
mixing different solutions for hard- 
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woods and softwoods. Both kinds 
can be dipped together in the same 


solution. 
. - 


Order your supply of ‘‘Lignasan” 
now. It will protect your lumber 
from degrade due to sapstain—it- 
crease your profits. E. I. du Pont de 
Nemours & Co. (Inc.), Grasselli 
Chemicals Department, Wilmington, 
Delaware. 
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You read much about the “house of to- 
morrow’ — predictions that new forms of 
glass. metal, plastic, and plywood will be 
. that kitchens 
will be mechanical wonders... that bath- 


found in every room. . 


rooms will be like those in the movies... 
that windows will wind up and down 
like those in an automobile . . . that 
roofs will slide back and forth at the 
owner’s command. 

What about the floors? What kind of 
flooring’ will be used in the “house of 
tomorrow”? Of one thing you can be 
. .. that it will be made of hard- 


wood. No satisfactory substitute 


certain 


has been found for hardwood 
floors. No other material has 


its warmth, beauty. economy, 


FLOORS OF THE FUTURE 


What Will They Be? 





L. BRUCE CO. 


Memphis, Tennessee 


durability, and other desirable qualities. 

You can also be certain that the new 
postwar flooring will be a product of 
E. L. Bruce Co., world’s largest makers 
of hardwood flooring. The two major 
flooring improvements of the past 25 
years have been developed in our plants 
— first, unit-wood block flooring for 
use over concrete; later, prefinished strip 
flooring known as “Streamline.” 

Our wood experts, engineers, and chem- 
ists are continually conducting research 
work to produce a better hardwood floor- 
ing to match the improvements in other 
building materials. We can’t tell 
you now what the new postwar 
flooring will be. But you may rest 


assured it will be a Bruce product. 
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AMERICAN LUMBERMAN, June 12, 


Our observations indicate that usable second-hand lumber is becoming 
available in parcels varying from several hundred thousand feet to several 
million feet. The editors of the American Lumberman and some interested 
dealers in various sections of the country have been closely watching con- 
struction progress at a number of major war production plants. This week, 
building operations on one of the largest of these were completed, and 19 
parcels of usable dimension lumber aggregating five million feet were made 
available for sale on bids. We were able to take action which placed this 
information in the hands of the group of interested country lumber dealers 
located nearest the operation in time for them to bid on the parcels. 

If they are successful they will come into possession of quantities of 
construction lumber that will enable them to take care of their necessary 
farm storage building needs for the summer and autumn months. By re- 
sawing some of it into boards and using gypsum board with the rest this 
lumber can relieve their supply problems for perhaps the remainder of the 
year. It is only one instance of many in which similar lots of lumber are 
available and will continue to be in the next three to six months. It illus- 
trates as pointedly as anything that has come to our attention since we 
started the Lumber Salvage Campaign months ago, the advantages that 
can accrue to dealers who are on the alert for sources of usable second-hand 
lumber. 

The so-called “‘scrap’’ lumber from major war plant construction opera- 
tions is generally quite clean, more than fifty percent denailed, and of good 
length. Where it does require denailing the possibility of employing high 
school boys to do the work is entirely practical. 

It is possible that the score of dealers who bid on the five million foot 
lot called to their attention will not be successful. They do, however, 
have more than an even chance of making the purchase, since one of the 
conditions, and one which is likely to prevail on most sales of this kind, 
is that the lumber be removed from the premises quickly and entirely. 
The combined storage and transportation facilities of a group of retailers 
gives them a very real advantage to offset the disadvantage they are likely 
to encounter in bidding against old heads in the second-hand business. 

It is to be hoped that these country dealers will be able to bid success- 
fully, because there is no place in civil life where usable construction lumber 
is needed more than in the farming communities. Whether they bid suc- 
cessfully on this lot or not, they are going to get experience that will be 
valuable to themselves and to the entire retail lumber industry. That is 
because there will be a period of military training camp demolition after 
the war, whether we remain a heavily armed nation or not. Billions of feet 
of usable second-hand lumber will be thrown on the market. Unless re- 
tailers learn how to bid it and use it, it will fall into the hands of other in- 
terests with the imminent threat of being a glut on the new lumber market 
for some time to come. The second-hand lumber market deserves the 
lively interest of retailers both as wartime security and post-war insurance. 
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U.S. GOVERNMENT URGES YOU TO 


Sell HOME INSULATION Now! 





culate Mow!) SAVE FUEL be WARY 


JOHNS-MANVILLE Rock Wool HOME INSULATION 


INSTALL Ne ae, 
J-M INSULATION s 
NOW - 


PAY MONTHLY 
STARTING NEXT 


SET Ta 


. LESS FUEL NEXT WINTER 


bie € 
TO RISK A 

YOU CANT AFFORD 

FUEL SHORTAGE NEXT WINTER 


ns MANVILLE 


he vith me INSULATION 


These Booklets-FREE ' 


- +. tell how you can save -fuel 


This booklet published by 
U.S. GOVERNMENT 
ae tolls why home 
insulation conserves 
fuel needed for wor 


This backlet poblisked by 
JOHNS-MANYVILLE 
PPONELRS OF WOME INSHLATION 
..- gives you the facts 
you should know 
betore insulating 








.»-s and Johns-Manville helps you with 
this new “point of sale” advertising support! 


AST WINTER, J-M Home Insulation enabled thou- 
sands to keep comfortable on less fuel . . . but 
other thousands were cold because they put off in- 
sulating until the demand was greater than the supply. 
Next winter Johns-Manville predicts there will again 
be a shortage of J-M Insulation. We urge you to: 


1. Persuade as many people as you can to insulate NOW. 
2. Protect your fall business by stocking heavily NOW. 


J-M Super-Felt Batts are available today at no increase 
in price and at the same high quality as before the war. 
Our factories are producing to the utmost, but the 
immediate demand makes it impossible for us to build 
up a reserve sufficient to meet the demand that is bound 
to come with cold weather. Help the war effort, and 


maintain your business by selling J-M Insulation 
aggressively this summer. 


GOVERNMENT PUBLICITY CAMPAIGN 
WILL SUPPORT YOUR SELLING EFFORT 


Realizing that the problem will be extremely serious 
by fall, the Government is urging millions to prepa 
their homes for winter now. 80 well-known said 
shows will carry government messages promoting this 
idea. Prominent officials will issue statements for 
publication in the press, etc. Take advantage of thi 
powerful support! 


Get the facts about J-M Super-Felt Batts and 0¢¥ 
J-M advertising helps at once. Write Johns-Maawillé 
22 E. 40th St., New York. 


ROCK WOOL 


seRVA 
June 12, 1913, AMERICAN: LUMBER 


JM JOHNS-MANVILLE Super-Felt HOME INSULATIO 
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Try grouping some recent or- 
ders for indications about public 
regulation trends. 1. Urgency ra- 
tioning of lumber to agriculture. 
9. Revised definition of distribution 
yards. 3. Simplified method of rat- 
ing farm supplies. Add the effort, 
still in discussion, to restore their 
place to lumber wholesalers. 












Urgency rationing program al- 
locates half a billion feet, on AA-2 
rating, to farm buildings needed 
in food production. Period covered, 
third quarter plus June. Program 
looks to possible three and a half 
billion feet for this purpose in 
twelve months. 





















































Revised definition of distribu- 
tion yards attempts to follow pre- 
war division of trade, as worked 
out by the industry. That the defi- 
nition may not be satisfactory to 
all concerned should not obscure 
the fact that an effort has been 
made to follow proven industry pat- 
terns. 
























































Simplified rating on small pur- 
chases of supplies by farmers indi- 
cates a readiness to trust the 
industry to be fair and honest in 
arapid meeting of small emergen- 
cies ; without clumsy and unyield- 
Ing cross-checks and endless _ re- 
ports. 









































That lumber could be sold, ina 
Period of scarcity, without aid of 
wholesalers obscured for a time the 
fact that lumber could not be fairly 
and evenly distributed without 
their aid. Easy to guess that farm 
lumber crises never would have be- 
tome so acute, had wholesalers been 
allowed to operate. Agricultural 
yards have long depended on whole- 
salers’ service. 
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These things indicate in a gen- 
tal way that the lines developed 
by the industry through long ex- 





















N rience fit national needs. A too 
aT hurried and a too hard-fisted shift 
from proven policies makes neces- 
serious Stry an equally violent swing back 
prepare 0 save civilian economy. No ap- 
a radiogm al for business as usual. Of 
cing this /. war-time changes are neces- 
sats fot “ty. But they could have been 
e Chis made without violating the basic 
e of t ines worked out through long ex- 
berience, 
.nd 0H Distributors of softwood lum- 
anvil *t whose stocks have been de- 
woved by fire or other catastrophe 
“ma file emergency PD-IX applica- 
vs for inventory replacement. 
OL jing by Wholesale & Retail Trade 
ATO “sion, WPB. 





Lumber production for the first 
quarter is estimated at 7,141,109,- 
000 feet. This is below quota, but 
the encouraging fact is that pro- 
duction has risen steadily. Lumber 
Division of WPB would not make 
forecasts about remainder of the 
year; did predict further shortages 
of labor. 


Sellers of Northeastern so f t- 
wood lumber, Northern softwood 
lumber and Northeastern softwood 
lumber imported from Canada have 
been reminded that they must fig- 
ure maximum selling prices accord- 
ing to formulas provided in MPR 
219, 222 and 368. This is done by 
use of basing points and estimated 
weights. Maximum prices are set 
on a delivered basis; are not fig- 
ured f. o. b. Canadian mill, plus 
actual freight. 


Increase of $7.a thousand for 
box-grade veneer lumber has been 
announced by OPA. Purpose, to 
enable veneer operators to continue 
production; also to make it. unnec- 
essary for makers of egg cases, 
vegetable boxes and the like to 
shift to resawn lumber. Amend- 
ment 5, MPR 176. 


Additional allowances for per- 
sons in isolated areas will provide 
sufficient meats and fats to meet 
the needs of workers who can not 
secure poultry, fish and eggs, Says 
FDA’s Nutrition in Industry Di- 
vision. Lumbermen will believe it 
when it happens. This matter of 
food rationing for loggers is about 
the hardest problem to get under- 
stood and acted on in the whole 
list of regulations. 


Volume of sales, during basing 
period, to qualify an operator as a 
tie contractor has been reduced 
from 2,000,000 to 1,000,000 board 
feet. This was done to permit the 
small operator who must pay the 
ceiling to the producer to receive 
compensation of 20 cents per tie 
for the concentration service he 
performs. 


Prices or residential property 
are rising, but business realty 
prices are slowly declining, accord- 
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A page of vital information 
and comment digested for 
busy lumber and building 
material executives. 
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ing to National Association of Real 
Estate Boards. New war housing 
construction is falling off. Esti- 
mates of the percentage of wartime 
immigrants who will remain as 
permanent residents in the cities 
where they have gone to take emer- 
gency jobs are rising. 


Wood tanks, because of their 
wide usefulness in wartime indus- 
try, have quadrupled in production 
since 1940. The rate continues to 
increase. WPB estimates that this 
year 170,000,000 board feet of 
lumber will be used for this pur- 
pose this year. Wood resists both 
heat and chemicals better than 
metal. 


Largest amount of lumber ever 
used in a building—more than 27,- 
000,000 feet—went into the cargo- 
plane assembly plant of the Austin 
Company, Chicago. Largest clear- 
span timber arches ever erected 
roof the Navy’s blimp hangar; rise 
153 feet from the floor, span an 
arch 237 feet wide. There are 237,- 
000 square feet of floor space un- 
obstructed by columns or supports. 
Another triumph for Teco con- 
nectors. 


Differential between s i t k a 
spruce boards and box lumber 
prices has been narrowed. Amend- 
ment 2, MPR 290. Box was in- 
creased by $2 a thousand. Rise in 
price is expected to increase the 
output of box to about 20 per cent 
of the total output. 


Dry redwood timbers in the 
smaller sizes may be sold at maxi- 
mum prices of $26 a thousand 
higher than green timbers. Amend- 
ment 4, MPR 253. The amendment 
also adds two grades to a table of 
estimated weights: Surfaced green 
gutter, 2,400 lbs. per thousand; 
surfaced green level moulded sill, 
2,800 lbs. per thousand. 


Western pine producers in Cali- 
fornia, Idaho, Montana, Oregon or 
Washington have been authorized 
to increase present ceiling prices 
$3 a thousand for six species of 
lumber in twelve grades and sizes. 
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(apitalize on Convenience 


Here are some specific ideas which can be advertised and 





it spends each year hunting for articles around the house 

it would have enough for a month’s vacation. 

The only real solution is the provision of a definite stor- 
age place for everything—a place from which an article can 


[: THE AVERAGE family could muster all of the time 















1 No farm home is complete without a closet or cupboard 

near the back entrance for outdoor work clothing. This 
can be of very simple design as shown in the drawing— 
merely a large open box for the frame. Equip it with a 
shelf for hats and a little extra space below for holding the 
lunch pail, gloves, and other miscellaneous items. Put in a 
short pole as well as several hooks. A false bottom is ideal 
for wet overshoes, especially if a piece of wallboard which 
slides in and out easily is fitted underneath to catch the 
moisture and mud. By sliding it out it can be taken to the 
kitchen sink for easy cleaning. This closet should be open 
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be taken—a place to which it can be returned until it is e 
needed again. The storage place should be especially suited than 
to the article stored therein. It should fit in easily—it should aia 
be in the proximity of the place where the article is most of h 
often used. shelf 
The lumber dealer, with his depleted line of unrestricted to lc 
merchandise, can build a nice little sideline business around § glove 
this theme if he will develop it through a little astute promo- § to be 
tion effort. His success will depend upon his ingenuity in Pige: 
seeing the possibilities of the closet and cubby-hole space in comp 
any particular house, and in his ability to become known ily w 
in the community as a storage space artist. overs 
Those who have the space in their showroom might set up Clips 

a model bedroom closet with every nook and cranny designed work 
for some use. This could be installed in an actual closet or inche 
the closet dimensions could be framed up of wall board and with 
the interior fitting intalled. The staff architect would be and ¢ 
qualified to design and shape up a perspective drawing of shoes 
closets or cupboards with doors open to show the devices they 
inside similar to the drawings on this page. They are draw- 80 pa 
ings that would appeal to potential customers, and from essity 
them final layouts that would fit the customer’s particular § ina. 

needs could be devised. 
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front, with possibly a gay curtain to allow the damp cloth- 
ing an opportunity to dry. 


2 Urge home owners to have a child’s closet in a child’s 
room. Supply drawers and shelves in it for his or her 
toys and put the hooks and poles at a height where they 
may be easily reached by the youngster. It gives the child 
an incentive to keep his things in an orderly fashion—truly 
a lesson in neatness learned young. A small box on wheels 
is another container for toys and has added attraction. 


Sena suggestions for bedroom closets or reception hall 
closets are better illustrated by drawings as shown here, 
than with words. Shelves that are above the head of the 
average person are considerably more efficient if they are 
of heavy glass. This wrinkle allows the articles on the 
shelf to be visible below and eliminates the groping around 
to locate an elusive glove or other item. Speaking of 
gloves, why not provide the closet with a pigeon-hole case 
to be fastened to the back of the door to accommodate them. 
Pigeon-holes should be sufficient in number to provide a 
comparatively good sized one for each member of the fam- 
ily with at least one extra for miscellaneous use. Rubbers, 
overshoes and umbrellas are an equal storage problem. 
Clips such as those made for holding broom handles will 
work equally well for umbrellas. An open front cabinet six 
inches wide, 14 or 15 inches deep and about 36 inches high, 
with shelves every six inches, will hold six pairs of rubbers 
and overshoes nicely. Such a cabinet is convenient for the 
shoes in a bedroom closet too. These closets are out where 
they are in full view—very often with their doors open— 
so paint and wallpaper for their interior surfaces is a nec- 
essity. Bright colors in a closet are not objectionable, even 
in a conservatively decorated home. 


4 The landing on the staircase is suited to the building of 
a tall cabinet for linens or other household accessories. 
A big box-like chest can be fitted into a bedroom or an up- 
stairs hallway as shown in the drawings for the same pur- 
pose. 


Kitchen planning has been the subject of much discussion 

in this publication. To a large degree its main problem 
is one of storage. Dish and other cupboards can be made 
to hold more items if narrow shelves are built between too- 
far-apart ones. The accompanying diagram makes this 
process clear. Cup hooks under these shelves also help to 
relieve crowding and reduce breakage. A kitchen closet for 
cleaning supplies will be improved by building a shelf or 
two at the top for cans and jars, and installing hooks and 
clips on the wall for brooms, mops, and the like. For clean- 
liness the walls may be covered with oilcloth or smooth sur- 
faced wallboard. A rack on the back of the door can also 
be handy for holding cleaning devices. 


6 The bathroom is another problem corner for the average 

family with far too few places to put things. Shelves 
above the lavatory or at one end of the bathtub help to re- 
lieve the situation. These may well be of glass. A cabinet 
‘an go in above the radiator to hold towels and soap. If 
there is a spare corner in the bathroom it can be used for 
+ clever corner cupboard for extra storage with the top 
serving as a dressing table with a mirror above. 


Pte home has its own storage needs, but fundamentally 

ty are all the same. Encourage the homeowner to study 
'8 own needs for storage space and bring his problems to 
you. Be prepared to supply him with ideas that will in- 
‘ease the convenience of his home in this way. 
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Drawings and data courtesy of Successful Farming magazine. 
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founded government red tape 


tying things up just because there’s a war... 
. How do they 
expect farmers to get along? Now, there's a right 
way to get at this thing .. . If I was running it, 
now, I'd . . . Nope, I haven't tried to lay in a 
what's the use... 
Like as not as soon as the store was full of them 
the O.P.A. would freeze ‘em . . 
tape .. . Now the way it ought to be done. 


people got to live, ain't they . 


stock of floor coverings... 


Which is Your Wartime Approach to a Customer? 


“Nope ... I haven't got any bathroom fixtures 
to sell. . . if I had I couldn't sell ‘em. 


. . Con- 


No sense 


. Infernal red 





“Sorry we have only two bathroom outfits and 
those can't be sold except to families who meet 
special requirements . . 
are annoying, but after all, a minor inconvenience 
when we consider the real sacrifices all Ameri- 
cans are prepared to make in order to win the 
war... Let us show you what we do have to sell 
... And do come back and see us occasionally, 
just in case we are fortunate enough to get in 
some merchandise that you can use .. 
when we've won this war we're planning to have 
a complete stock again. And we hope to serve 
you then .. . Let us have your name and address 
sO we can put you on our mailing list...” 


Which Would a Customer Prefer? 





. Yes, the various forms 
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BUILDING MATERIAL 
dealer’s one indispensable asset 
is a group of people who are 

kindly disposed toward him. He 
can add to his services, he can 
change the brand of his merchan- 
dise, he can move from one place 
to another; but he cannot prosper 
unless he has customers. And they 
must be the kind of customers who 
like to trade with him, not those 
who are driven to him because they 
cannot be served elsewhere. The 
present situation is unique. Cus- 
tomers are coming from greater 
distances, they are wanting to buy. 
They are being brought in not by 
advertising entirely, but by their 
need of something they hope the 
dealer has to sell. 

In this situation lies a rare op- 
portunity. It is up to the dealer to 
so handle these shoppers that they 
will gain a favorable impression 
of the particular business estab- 
lishment and will become custom- 
ers when customers are needed 
again. 

It is not always possible to sat- 
isfy the needs and desires of these 
newcomers to the store, but it is al- 
ways possible to stimulate respect 
for the dealer’s business methods 
and make an impression that it 
is a pleasure to deal in that yard. 
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of today’s Shefihans 


Here are some of the practices that 
are helping progressive dealers to 
capitalize on the wartime opportu- 
nity to win friends and influence 
shoppers to become permanent cus- 
tomers. 

Keep the store clean. Even men 
in farm overalls and those with 
factory-grimed hands dislike dirt in 
the places where they trade. Women 
customers will positively shun a 
store with dirty show windows— 
with packing cases and stock clut- 
tered around the floor—with un- 
swept corners—with walls that 
need a clean coat of paint—with a 
counter that imparts grime to the 
hand that touches it—with dust 
laden displays. Thousands of lum- 
bermen never let their stores get 
untidy in the first place. They are 
ready at all times to show any shop- 
per just what they can supply. 

Ferret out hidder and forgotten 
merchyundise. Bring out the items 
of merchandise that have been 
shoved into a back corner of the 
storeroom and written off the in- 
ventory as obsolete because they 
formerly did not sell well—shine 
them up and put them on display. 
It is a chance to liquidate assets 
that have been frozen by age. It 
is the lumberman’s cue to put into 
service every piece of merchandise 
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that is usable. Any article that can 
».“ve in the place of a new one 
saves material and labor and trans- 
portation; and cash in the till is 
certainly preferable to stock hid- 
den under cobwebs. The customer 
who finds something he needs in a 
lumber yard is very apt to remem- 
ber that company’s name and loca- 
tion when he has other needs to fill. 

Forget present-day profiteering 
in favor of long-time good will. This 
is especially true of used and recol- 
ditioned merchandise such as kit- 
chen stoves, appliances, etc. Have 
one price on these items—the same 
to a friend or to a new customer. 
Price the reconditioned items fairly, 
tell the cvstomer the truth about 
their condition. The practice is the 
only one which will retain the com- 
munity’s confidence in the integrity 
of the dealer. 

Be careful of the tone of conver 
sation with customers. Keep it 
the cheerful side. Don’t sing the 
blues about business conditions. 
Lead the customer to believe that 
you wi!] do everything within rea 
son to supply his needs, and to the 
extent that necessary wartime re 
strictions wiil’ allow. | Compare 
your average line of talk with thos 
reproduced elsewhere on this pag® 
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SALESMANSHIP PROVES ITS WORTH 


Though wartime restrictions limit the dealer's ability to 
fill a customer's demand for merchandise, they also 
stimulate the opportunities for good salesmanship to 
prove its worth. The following are characteristics of a 
good salesman. Weave them into your business pat- 
tern as you meet the public day by day and watch your 
investment in “good will’ take on new and added value. 


1. Good salesmanship is not apologetic when the 
price is high, but is able to explain and justify 
that price. 


2. Good salesmanship realizes it must know how 
substitute products are made and what service they 
will give, if they are to satisfy buyers. 


3. Good salesmanship knows mixing war talk 
with selling talk won’t help win the war and won't 
sell building materials. 


4. Good salesmanship does not let today’s short- 
age of the desired quality and quantity of mer- 
chandise mean any shortage of quality or quantity 
of personal interest in customers. 


5. Good salesmanship, needing to spend less time 
now in studying customers, can spend more time 
studying trade journals. 


6. Good salesmanship makes the study of human 
nature a close second to the study of the products 
to be sold. 


7. Goodsalesmanship keeps the big “I’’ in the 
background and the big “You” in the foreground. 


TWO IDEAS THAT 


ms 


Ten years ago E. M. Campbell, president of 
1 Campbell & Co. of Temple, Texas, planned a 
check list of every roof in Temple as a starter for 
a system to get all the business that could be ob- 
tained there. Then a checkup of every roof in 
the town was started, the condition and material of 
the roof of each structure being entered on a sep- 
arate 3x5 filing card, along with the owner’s name 
and address. It took some time to get this file in 
Shape but when it was once together it proved its 
Value. 

By referring to the file, which was arranged 
alphabetically by owners’ names, it was not difficult 
to catch those roofs that needed attention or that 
Would soon need attention. This gave leads to call 
upon. Frequently the owner himse!f was not aware 
that his roof was'in a-bad state of repair and not 
only gave the business but welcomed the interest 
of the Campbell firm. 

Whenever there is a little lull in business the 
Campbell firm refers to this roofing check file, the 
tards are studied and- somebody is sure to get either 
4 personal visit or else a phone call about his roof 
that is on the verge of leaking. 
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8. Good salesmanship knows study of the litera- 
ture of lumber and building materials and methods 
will provide the mental vitamins for 100-point sell- 
ing success. 

9. Good salesmanship seeks to know more about 
what the salesman is selling than even his boss 
knows, but refrains from mentioning it. 

10. Good salesmanship is tailored to fit the in- 
dividual customer, not cut to a general pattern that 
fits no one exactly. 

11. Good salesmanship realizes that everyone 
contacted inside or outside the yard or shop is a 
possible customer or customer influencer. 

12. Good salesmanship knows what opening time 
means and forgets what closing time means. 

13. Good salesmanship knows one is paid more 
because one has sold more, not so one will sell more. 

14. Good salesmanship has few “I don’t knows” 
and never has to repeat on the same question. 

15. Good salesmanship that won't try desperately 
to fit into war time conditions in business won’t be 
able to fit into post-war conditions when they come. 


BROUGHT RESULTS 


The basis of this business getting idea is 
the customer. Every time the Builders Sup- 
ply Co., of Center, Texas, does a roofing job the 
customer is asked if he knows of someone else who 
wants either a roofing job done or who is in need 
of a roofing job. It has been surprising that in 
almost every instance the customer knows of sev- 
eral prospects and is glad to recommend the Build- 
ers Supply Co. to them as well as to furnish the 
name of the prospect to the roofing and building 
supply firm. 
When a representative of the Builders Supply Co. 
calls on the prospect and informs him that Mr. 


So-and-So gave him his name and suggested that 
he call, the representative of the Builders Supply 


Co., is pretty sure of a polite reception because 
Mr. So-and-So is a friend of the prospect. 

Using this stepping stone idea of getting a new 
customer from an old customer is the method that 
this firm has used to build up the selling of roofing 
materials and new roofs. Here is a simple little 
idea that could well be used in other places with 
equal success. 
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material carried in a lumber yard 

suggests at least one other ma- 
terial. Glass suggests a frame, most 
often a window sash. Lumber sug- 
gests paint and nails. Paint always 
suggests a surface to which the 
paint will be applied, the tools and 
materials to condition that surface, 
and the brush or brushes with 
which to apply it. Since these re- 
lated items are either consciously 
or sub-consciously in the customer’s 
mind when he selects paint, they 
should also be in the seller’s mind. 
Whether they are or not is one of 
the measures that determine a 
salesman, and set him apart from 
an order taker. 

A good salesman thinks in terms 
of service to his customer, and 
thinking in those terms, immedi- 
ately tries to place himself in the 
customer’s place and follow through 
mentally what the customer might 
find himself in need of if reminded 
at the time. Thus, a man who 
comes to the retail lumber yard to 
buy paint might be rendered a 
valuable and time saving service if 
the salesman adroitly leads him to 


Posters carve every building 
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Tu IN PAIVT SERIES 














tell what is to be painted, and what 
the condition of the surface is. 
There is an excellent chance that a 
more intelligent choice of quality 
and perhaps color might be made 
by the salesman if he is in posses- 
sion of this information. Further 
adroit questioning often engenders 
in the mind of the customer the 
idea that perhaps he should do 
more painting than he originally 
contemplated. 

Getting such information direct- 
ly or by roundabout conversation is 
just good sales service. It not only 
can help the customer, but very 
often can develop a much larger 
sale than if the customer were al- 
lowed merely to state his wants and 
then depart. It should always be 
borne in mind that if the customer 
purchased the wrong kind of paint 
for his purpose, he is seldom likely 
to blame himself. He more than 
likely will take the attitude that the 
paint was no good, and thereafter 
make his purchases from some other 
source. 

Proceeding that far, however, is 
just the beginning, for with that 
much established to the satisfaction 
of the salesman, his next job is to 
see what related items he can sell, 
both as a convenience to the cus- 
tomer and in the interest of mov- 





ing more material. Among the first 
items that should be suggested is 
sandpaper or paint remover. For 
an exterior job a paint scraper is 
almost always necessary as a pre- 
liminary to applying new paint. 
Sometimes a coarse brush is suff- 
cient. At any rate, practically ev- 
ery exterior paint job needs some 
preparation of the surface. 

Many interior jobs over new 
wood need a primer. Often some 
kind of paint remover should be 
used in order to get a fresh, smooth 
surface with the new paint. Fillers 
and patching compounds, especially 
for worn surfaces, are almost nec- 
essary for good results. 

No exterior paint job should be 
started without carefully checking 
window glass and putty. There }s 
little point in painting over age 
hardened, cracked putty. Putty 
should be removed and replaced if 
it shows signs of falling away o 
has already started to. The natu- 
ral corollary to this is that there 
is little point in renewing putty if 
the glass is cracked. Gutters and 
downspouts should also be checked 
for erosion, and for the condition 
of the straps and other fastenings. 
Exposed steps, porch columns, and 
even the boards of the house sid- 
ing should also be checked. Once @ 
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PAINT Departinent Accessories 


paint job is begun, certain well 
known obstacles present themselves 
if it is found that replacements and 
repairs should have been under- 
taken before new paint was applied. 

Then, there is the matter of 
storm sash and screens. While even 
the amateur painter, more than 
likely will remember to paint these 
items, he should be reminded that 
putty and glass in the storm sash, 
and screen wire in the window and 
door screens can better be replaced 
before new paint is applied than 
after. 

By checking these items off with 
the customer the salesman is per- 
forming a service that may make 
the difference between a satisfac- 
tory job and results that are not 
what were hoped for by the cus- 


tomer. They also open the possibil- 
ity of selling putty, glass, putty 
knife, hardware, lumber, screen 
cloth, and possibly other items. 
Even if they result in no sale of 
these additional items at the time 
they implant firmly in the mind of 
the customer that all these materi- 
als are on hand when the time 
comes for him to buy them. 

Not infrequently, if the paint 
salesman can win the confidence of 
his customer who comes to buy 
Paint for interior use, he can suc- 
‘eed in visiting the customer’s 
Premises, and develop a sale far 
beyond anything originally contem- 
Dlated. The easiest thing to do with 


an eyesore in any home is to 
change it by painting it. In many 
cases, what is actually needed is re- 
placement or remodelling, and there 
is no better time to get into a cus- 
tomer’s home and develop a major 
sale than when he has worked him- 
self up to the point of doing some- 
thing. 

Kitchen and bathroom remodel- 
ling jobs have been the type that 
most frequently result from using 
a paint customer as the springboard 
to a larger sale. Hardware sales, 
however, can be developed fre- 
quently in the same way. A new 
paint job, especially in old, but well 
preserved homes, can often fall 
short of its purpose of brightening 
and beautifying a room because the 
hardware is worn. 
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In the field of related small sales, 
wallpaper cleaner, and sometimes 
new wallpaper can be sold at the 
time a paint job is in contempla- 
tion. In most old houses equipped 
with hardwood floors it is possible 
to sell the idea of refinishing these 
floors. Once hardwood floors are 
renewed with a modern finish it is 
very easy to create continuous sales 
of wax to keep them in their newly 
finished condition. 

The most immediate sale related 
to paint, of course, is that of a 
brush, and a brush cleaner. Except 
in the case of a master or profes- 
sional painter who looks upon his 
brushes as the tools of his trade, a 
brush can be sold in a majority of. 
cases with the paint. In some cases, 
too, the best time to sell a ladder 
or a couple of ladders is at the 
time a man is buying paint. 

Of all the major items carried in 
a retail lumber and building mate- 
rial yard, paint probably offers the 
best opportunity for the greatest 
number of related small item sales. 
With an active paint business the 
“naturals” related to paint can bulk 
into a very satisfactory profit in 
the course of a year. Large sales 
that can be made at the same time, 
or for which the missionary work 
can be done are unlimited. 
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View of F. S. Pendleton Lumber Co., McComb, Ohio. 
houses shoo and material stores. 
and operated by Mr. Pendleton's father, 


You can think of Floyd Pendle- 
ton as a veteran of the old war who 
fought well in France in 1918, and 
is fighting equally well as a civilian 
on the home front in this war; or 
you can think of him as a typical 
small town retail lumberman who 











Second building 


Black building at extreme left is sawmill owned 


Below. 


Coal bins in rear. 


Dealer With Ideals 
Raises Community 
Standards 


Stock of clay tile in foreground. 


can be depended upon to assume 
community leadership both in peace 
and in war. 

Head of the F. S. Pendleton 
Lumber Co., an enterprise which 
he founded shortly after his return 
from France in 1919, and which 
today ranks in the forefront among 
progressive country lumber yards. 
Mr. Pendleton and his yard have 
been major factors in making Ma- 
comb, Ohio, and its environs an 
American farming community. Mc- 
Comb, situated in northwestern 
Ohio, can muster a population of a 
little less than 950 people, and has 
every product of modern science 
and invention that it can use. 


The town has a water works, a 
sewage disposal plant, an expert 
volunteer fire department, a con- 
solidated school, four churches, a 
small modern hospital, a perpetual- 
care cemetery, paved streets, a new 
concrete bridge at the edge of 
town, a well kept self-supporting 
nine-hole golf course, 2 modern 
retail business section, well painted 
homes, carefully tended lawns and 
gardens, an active Rotary Club, 
and an unusually progressive Am- 
erican Legion post. Floyd Pendle- 
ton would be the last man in town 
to concede that any of the credit 
for this bright picture of good 
American living belongs to him, 
but he has had a hand in most of 
it, and leading direction in much 
of it. In any town of that size 
civic improvements come the hard 
way, and they have to be sold and 
headed by someone whose _ judg- 
ment has been proved sound, and 
whose personality is such that peo- 
ple will work with him. There is 
no single one of McComb’s impos- 
ing list of vital aids to modern 
living in the procuring or main- 
taining of which Pendleton has not 
led or actively participated. 

He is Chief of the Fire Depart- 
ment, heads the annual Memorial 
Day services, arranges the pro 
grams for Rotary, heads the sewer 
and water departments and per- 
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sonally makes many of the repairs 
and adjustments to both, and fig- 
ures as a director or important 
committee head of practically every 
other community activity in town. 
Thus, he stands as one of the out- 
standing examples of what a lum- 
berman often is, and always should 
be — a constructive community 
leader. 

The result of this unselfish con- 
tribution of time and energy to a 
multitude of civic enterprises is 
the success of the lumber yard. 
The Pendleton philosophy for busi- 


me ness is that you reap only what 
ace you sow. He began donating per- 

sonal service to the community, 
ton and letting the rewards take care 
ich of themselves. That the rewards 
wn have been ample is testified to by 
ich an attractive yard that would do 
ng credit to a town several times the 
rds. size of McComb. It is relatively 
ane well stocked with lumber, princi- 
Ma- pally for farm use, and _ heavily 
on stocked with rapidly turned over 
Me- inventories of paint, builders hard- 
ore ware, insulation, asbestos and as- 
fa phalt siding and roofing, bathroom 
en tile and medicine cabinets for the 
nie many new’ bathrooms running 


water and sewage disposal kave 
demanded, clay tile, coal and small- 





” , cr items. 
ee . If the function of country dealer 
: . in war is to supply the service 
nal building needs of farmers and 
2 maintain the homes of the commu- 
“a nity, the F. S. Pendleton Lumber 
an Co. is functioning to the hilt. 
sil Accompanying illustrations show 
ted some of the types of farm buildings 
we turned out in the small, well 
= equipped mill. There is enough of 
lub, Jj this business to keep the normal 
‘Ami siness to keep the norma 
ie yard staff busy with a continuous 


“i 30-day backlog of orders. 
ov This, however, does not meet 






































7 Pendleton’s idea of the complete 
a service his yard can perform in the 
of war effort. Added to it, he has 
h secured contracts for ordnance 
“a packing crates, which are being 
Be turned out at the rate of a truck- 
a load a day. This work, plus the 
an ordinary work of the yard, keeps a 
an ‘rew of eight men busy all the 
oie time. Of course work and study 
an Were required to get that contract, 
“a = to fulfill its provisions. With 
dern Nee experience in service to his 
aie uaunity in time of peace it was 
ee “asy for Pendleton to include in his 
‘ business, service to the nation in 
‘ ‘me of war. 
ae Bad = b= a of lumberman- Top. Hog house typical of several hundred made in the shop and sold to farmers 
pro- Slee - e sire operations are on order. Middle. Chic Sales find a ready market on many farms, and are built 
ewer y and prosperous yard, a pro- when and if there is spare time in the winter. Bottom. Type of chicken house 


gre Si 7 > ity ° 
per —. community and a happy most in favor by farmers near McComb. Scores of its counterparts from the 
or. 


Pendleton yard can be seen on neighboring farms. 
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Army regulations prevent soldiers from thumbing rides, but by 
waiting at these roadside shelters, provided by Zamora Temple 
of the Shrine in Birmingham, Alabama, they show the motorists 
that they are open to accept an invitation to ride. Bedford F. 
Seale, head of the Seale Lumber Company, long active in the 
Shrine, obtained the job of furnishing the materials and building 
the shelters. This is a timely enterprising idea which dealers in 
other cities can profitably emulate. See American Lumberman, 
December 26, 1942, for a shelter design. 


LOGGERS 


OF THE GREAT NORTHWEST 


IN THE LONG RUN IT WILL PAY YOU TO 


STICK TO 
YOUR JOBS 


HEN the war is over—and that won't being held up by wartime restrictions. That 

be very long, we hope—the man who is means continued demand for lumber for years 
working in an industry which will continue to come. Protect your seniority in the work you 
actively in peace time will have a big advantage. know best. It will be to your advantage after 
There is a great amount of building which is the war is over to stick to your job now. 











YOUR WORK IS ESSENTIAL TO VICTORY 


Bombers of Wood 
Have More Mettle 
Than Metal 





“Keep the axes swinging and the sawmills sing- 
ing,” the U. S. Army says. “The truth is that 
War is Wood and you can’t fight and win a war 
without wood.” No one can handle your jobs 
like you can—you know how long it takes to 


break in a green hand. It takes years to make a 
good set of fallers and buckers, a hook tender 
or a loader. Time can’t be wasted now in getting 
out lumber without helping the Axis. Stick to 
the job you can do best and fastest—for Victory. 





Published in support of the war effort in cooperation with 
the War Man Power Commission and the United States Army 





BINYON OPTOMETRISTS 


Guardians of Better Vision for People of the Northwest for nearly 30 years 


BELLINGHAM + EVERETT + BREMERTON + TACOMA 
Quarter page ad run in West Coast papers by Binyon Optometrists 
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* SEATTLE + PORTLAND + SPOKANE + YAKIMA 
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The swiftest and perhaps most 
maneuverable bomber in the world 
—the Mosquito— is built of wood, 
a material of which the enemy is 
woefully short. 

Weight for weight, wood is 
stonger than steel. Metal will bend 
and pass its elastic limit sooner 
than will wood. Wood absorbs vi- 
bration much better than does met- 
al. Wood planes are welded to- 
gether by means of resins which 
are totally resistant to the actions 
of the elements; and wings, fusel- 
age and tail assembly have a 
streamlined surface, unbroken by 
the thousands of rivets of a metal 
plane and free from the drag 
caused by the rivets. A bullet hole 
in a metal wing will leave a tag end 
of metal which the wind, at 250 
or 300 miles an hour, may twist 
and tear until a whole strip of the 
wing is gone. Bullets passing 
through wood leave a hole and no 
more. 


Production of aircraft lumber 
has made many changes in West 
Coast logging and lumber manu- 
facture. The best of the logs go 
to the mills manufacturing air- 
craft lumber. And the best of each 
log is “recovered” for aircraft 
orders. 

The finest grades of flooring or 
paneling are relatively rough com- 
pared to the beautifully finished 
product that is an airplane spar 
of wood, laminated and shaped to 
sizes accurate to the six thou- 
sandths of an inch. The layers of 
wood are bonded together with a 
hair-line layer of resin which is 
stronger than the wood _ itself. 
Surfacing is done by knives which 
revolve at 3200 rpm. Experienced 
wood craftsmen run __ sensitive 
hands over the wood as it comes 
from the planer, to detect the 
slightest deviation from perfection. 
Finished, the spars are wrapped 
carefully in heavy paper which 38 
sealed with tape because the most 
careful tying with cord might leave 
a blemish on the wood, and plac 
in a specially constructed W 
shipping container, made with 4 
tongue and groove fitted lid, to be 
shipped to the plane - assembly 
plants. 
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ISSUE TO SERVE RETAIL DEALERS 


Operation After Southern Record 


For fifty-eight years the name C. D. Johnson has been 
identified with the lumber industry, the last twenty years 


The late C. D. Johnson, founder and head of the C. D. 
Johnson Lumber Corp. until his death in 1940, entered the 

















of the total output is Douglas 
fir, 25 per cent sitka spruce 
and the balance West Coast 


As a member of the Wil- 
lamette Valley Tree Farms, 
C. D. Johnson Lumber Corp. 
has been a pioneer in Ore- 
gcen’s reforestation program. 
By selective cutting and the 
planting of hundreds of thou- 
sands of trees annually an 
adequate supply of timber is 
assured to the Johnson mill 
for the future. 

Associated with Mr. John- 
son in the big Oregon opera- 
tion were his two sons who 
have continued to carry the 
responsibility of its manage- 
ment since his death: Dean 
Johnson, President and Gen- 
eral Manager and E. E. John- 
son, Vice President and di- 
rector of sales. 

Headquarters and sales of- 
fice of the corporation are 
located in the American Bank 
Building, Portland, Ore. 


The Toledo Ore. plant of the 


C. D. Johnson Lumber Corp. 





WAGE SCALE -- 1858 


The terms of a labor con- 
tract drawn up in 1858 be- 
tween Christian Norgaard, a 
laborer, and Charles Mears, 
owner of several Michigan 
sawmills and lumber camps 
and a large yard in Chicago, 
are an indication of prevail- 
ing wage rates at that time. 

In the contract Norgaard 
agreed to work for Mears in 
Chicago or at any of his mills 
in Michigan for an entire 
year for $180, without board. 

He promised to work as 
follows: “From sunrise to 
sunset when the days are 
more than twelve hours long 
—twelve hours when there 
are twelve hours of daylight 
—and not less than eleven 
hours a day at any season of 
the year.” 

He also agreed to furnish 
his own axe—to assist in 
leading or unloading. vessels 
when required—and to do all 
he could to “forward the work 
and promote the interest of 
his employer.” He further 
agreed to abstain entirely 
from the use of all intoxicat- 
ing liquors. If he broke this 
agreement, he was to forfeit 
all his wages. 

In that same year first 
class pine boards, joists and 
seantlings brought $7 per 
thousand delivered in Chi- 
cago, and cull pine sold for 
$4 per thousand. 
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n making up the outline 
of material to go into the 70th 
Anniversary issue of the 
AMERICAN LUMBERMAN 
the editors aimed to make it 
a book that would be helpful 
to lumber manufacturers, to 
building materials manufac- 
turers, and to wholesalers of 
these products; but special at- 
tention was given to the needs 
of the retail lumber dealer in 
its planning. 

There are several reasons 
for this special effort to serve 
the dealer. First of all he is, 
in reality, the focal point of 
all these industries which 
have to do with the building 
of a home. He is the coordi- 
nating factor between the 
lumber manufacturer, the as- 
phalt or asbestos roofing ma- 
terial manufacturer, the ce- 
ment manufacturer, the mill- 
work manufacturer and all 
these agencies whose prod- 
ucts alone lack the value they 
have when they are used in 
combination. 


The history of building ma- 
terials distribution with a 
prognostication of what may 
be expected in the future. of 
this business will be a feature. 
There will also be a big plan 
and layout of a modern retail 
office-showroom with a mul- 
titude of new merchandise 
display ideas. Another story 
will discuss the training of 
lumber dealers’ sons or other 
young people which will fit 
them to carry on the retail 
end of the trade as the pres- 
ent generation becomes less 
active in later years. 

The lumber specie index— 
showing properties of all 
those commercially useful and 
the uses to which they are 
best fitted will be equally im- 
portant to the dealer. In ad- 
dition there are several other 
useful features which are in 
preparation to be sprung as 
extra dividends to those who 
receive one of the limited 
number of copies of the 
AMERICAN LUMBERMAN 
70th Anniversary Reference 
Number to be published July 
10. 
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Postwar Planning for the 
Construction Industry 


Realizing that the construction 
industry will be the most vital ele- 
ment in the reestablishment of the 
nation’s economy after the war, the 
Postwar Committee of the Pro- 
ducers’ Council has integrated its 
planning closely with the Commit- 
tee for Economic Development. The 
Producers’ Council plan, shown 
here in outline, has been the pat- 
tern for the plans of other indus- 
tries. 

The following recommendations 
were made to the manufacturer- 
members of the Council by Russell 
G. Creviston, General Chairman of 
the Postwar Committee of the 
Council, and a member of the Ad- 
visory Board of the Committee for 
Economic Development: 

“Accept as our over-all objective 
the providing and sustaining of a 


volume of construction and result- 
ant employment in the post-war 
period sufficient to support a na- 
tional economy of maximum em- 
ployment, production and consump- 
tion. 

“Accept the responsibility for 
proper integration of this program 
to our own management to the end 
that it becomes integrated with our 
own company post war plans. 

“Accept the responsibility of en- 
listing the interest and active par- 
ticipation of non-member manufac- 
turers and non-producing branches, 
particularly those closely related to 
our own lines. 

“Secure data on length of time 
required for re-conversion. 

“Develop order by which our 
members of the armed services 
should be demobilized. 





“Determine possible general ef- 
fect of technological developments 
on the future of construction and 
rate of change to be expected. 

“Ascertain rate of production in 
factories and on site which can 
reasonably be expected. 

“Request the Construction and 
Civic Development Department of 
the U. S. Chamber of Commerce to 
appoint a post-war sub-committee 
to coordinate the proposals of the 
Producers’ Council and other 
branches of the construction in- 
dustry, to bring about concerted 
action toward maximum employ- 
ment in the construction industry 
in the postwar period and arrange 
for a general postwar conference 
of the construction industry late 
this year or early in 1944.” 
































ORGANIZATION OF THE POSTWAR PROGRAM OF THE PRODUCERS’ COUNCIL 
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This chart shows the relationship between the con- 
struction industry, industry in general and the Pro- 
ducers’ Council. It allocates the essential planning func- 
tions to the Producers’ Council (column 4), which is 
shown as a horizontal organization in the construction 
industry; to the building product trade associations and 
groups (column 5), shown as vertical organizations; and 
to the individual manufacturers producing construction 
materials or equipment (column 6). The correlations of 
these factors with the postwar efforts of over-all business 
and industry is outlined in column 1. 

The objective—to bring about a sound general post- 
war economy and provide maximum employment and 
purchasing power—is achieved by the creation and 
maintenance of high national levels of production and 
consumption. These, in turn, are dependent on the de- 
velopment of extensive markets in all major industries— 
hence requiring planning industry by industry. Postwar 
studies by over-all industry and business organizations 
provide necessary background for industry planning. But 
industry planning is a necessary supplement to general 
planning. 

For the Construction Industry a major element in the 
general economy—this requires coordinated planning in 
which The Producers’ Council program is the catalytic 
agent. The parallel listing of functions serves to elim- 
inate duplication. By and large, the functions across 
the four columns are complementary, or together provide 
complete information for the individual manufacturer 
(the only one who “plans” in the sense of making com- 
mitments), and without which he would be required to 
make all general studies and industry studies, a vast 
duplication of effort. 





1 
ALL BUSINESS AND INDUSTRY 





3 REPRESENTATIVE 
INDUSTRY 
ORGANIZATIONS 


Committee for Economic Development 
National Association of Manufacturers 


U. S. Chamber of Commerce and Others 





7 GENERAL 
FUNCTIONS 


To stimulate planning by individual firms, 
separate industries and communities, and to 
study the gerieral problems of the entire national 
economy 





8 AIDS TO COM. 
PANY PLANNING 


9 EMPLOYMENT 

10 MARKET 
RESEARCH 

11 SUSTAINING 
OF MARKETS 

12 DISTRIBUTION 

13 FINANCING CON. 
SIDERATIONS 


14 TECHNOLOGICAL 
DEVELOPMENTS 


15 GOVERNMENTAL 
POLICIES 








Handbooks and case studies for employers 
Special studies—Local committees 


Study maximum employment for all industry 
and b and atio 





General market analyses 
Special studies, forecasts and reports 


Determine factors favorable to continuing high 
levels of business activity 


Encourage planning of postwar distribution by 
wholesalers and retailers 


Studies of taxation and financial policy, recon- 
version and settlement of claims 


Analyse impact on the national economy of 
technological developments 


Delineation of spheres of government and busi- 
ness most conducive to the public interest. 

Studies of long-term and war-born government 
and business policies, disposal of war plants, 
machines, and war contracts. 
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THE CONSTRUCTION INDUSTRY (Material and Equipment Supply) 





4 
THE PRODUCERS’ COUNCIL 


Cross-sectional Organization of Entire Building- 
Products Manufacturing Industry 


LULL 
OUD 
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TRADE ASSOCIATIONS 


Groups of Manufacturers of 


Individual Lines of Building Products 
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6 
INDIVIDUAL MANUFACTURERS 


Private Companies producing construction 
materials or equipment 
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To study those phases vd the construction industry 
in the postwar period that are of common interest 
to all manufacturers of building materials and 
equipment 


To analyze postwar markets for the products 
which their members produce and to coordinate 
their programs with industry-wide programs 


To plan rapid reconversion and reemployment 
on a high level of production and to organize 
sales and distribution to assure maximum con- 
sumption 








Interpret CED and other handbooks t> Building- 


Product Manufacturers-Industry case studies 


Develop means of achieving maximum employ- 
ment in the construction industry 


Detailed forecasts of all types of postwar con- 
struction markets 


Recommend industry programs to realize and 
sustain construction markets and to maintain 
favorable consumer relations 


Study over-all material supply to facilitate flow 
and reduce construction costs 


Examine adequacy of finance for construction 
and means to assure investment stability 


Ascertain acceptability of innovations in design, 
materials and construction met ods 

Promote di | coordination (ASA A62) 
and correlation of building codes 





Study how government may best promote the 
general welfare through construction 

Study disposal of temporary war structures includ- 
ing war housing 





Distribute material to its member manufacturers 


Encourage recruiting and training programs ‘to 
expedite rapid reemployment 


Analyze special product markets and competitive 
position 


Develop group promotion programs and co- 
relate them with industry-wide programs 


Make studies of distribution and marketing of 
separate building products 


Study financing arrangements peculiar to the 
line of products 


Study suitability of products to postwar con- 
struction 
evelop application of dimensional coordination 
and standard building code provisions 


Study the relationship of its programs to the 
programs of industry and government 

Study effect of governmental policies, including 
price regulation, on the interests of the group 





Engage in special studies of the unique problems 
of the company 


Determine organization required, plan retraining 
program and reassembly of personnel 


Evaluate company's position in construction 
markets 


Plan sales programs to develop the full possibili- 
ties of markef$ for the company's products 


Determine price policy and channels of distri- 
bution for postwar era 


Determine financing requirements for re¢onver- 
sion and postwar production 


Develop new products, redesign old products 

Adapt production methods to meet techno- 
logical developments. Change to coordi- 
nated sizes when industry adopts them 


Adjust the company operations to industry and 
governmental policies 
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It would obviously be futile to 
preach timber production and im- 
portation control and at the same 
time permit any other avenue of 
possible supplies to be overlooked. 
Especially important is the possi- 
bility of adding to timber reserves 
by reducing its use and this has 
been developed in Britain to the 
maximum extent on the theory that 
lumber saved is lumber gained. 
But when all that has been done 
there is still a major source of sup- 
plies—in a somewhat battered con- 
dition, 


no doubt, but still very 

definitely suitable after salvage. 
for further use. 

This—the salvaged timber — 


might come from any one of a doz- 
en possible sources, from which one 
might suggest derelict homes, 
windblown buildings, battered 
ships, fire blackened and _ partly 
damaged timber, scrapped life- 
boats, packaging cases, and many 
industrial sources peculiar to par- 
ticular trades and callings in which 
timber is a raw material. 

That possibility has been fully 
explored and has indeed been a ma- 
jor duty of the Ministry of Supply 
for many months now. Completely 
organized, the system of timber 
salvage has been perfected by ac- 
tual experience of war conditions 
and is now a major department, 
running smoothly and bringing in 
many extra thousand feet of per- 
fectly usable timber of every type 
and shape every month. An official 
estimate of the timber so saved 
over the past two years fixes the 
tonnage at 150,000, which is not a 
quantity to be sneezed at. Here is, 
very briefly, how the system works. 

Scattered widely over England 
and Scotland are salvage dumps to 
which scrapped lumber is brought 
from areas served by that dump. 
The source depends very much on 
the location of the dump and the 
operations being conducted therein. 
Thus, in a coastal area, the dump 
may well be largely made up of sal- 
vaged ship timber, wrecked life- 
boats, flotsam and jetsam, and in- 
dustrial lumber. In a country area 
it would be old barn doors, beams 
and farm timbers. In the cities and 
town areas the likelihood is that the 
bulk of the scrap will be industrial 
scrap, packing cases, and where an 
enemy attack has happened, largely 
of damaged household timbers, fur- 
niture scrap and factory timber. 
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But whatever the source or the 
particular nature of the scrap, it 
has this in common, that it has not 
completely finished its life of use- 
fulness and, to the eye of the lum- 
ber expert, promises future use. 

These dumps accumulate and 
await allocation for any one of the 
thousand uses for which timber 
was formerly imported. It can 
therefor be fairly claimed that 
every foot of salvaged timber which 
can be recovered is making unnec- 
essary the importation in precious 
shipping space of fresh timber. 

The processes involved are in- 
teresting. Grading is first carried 
out acccrding to size and type, the 
entire dump being then denailed by 
hand and then resorted for dis- 
patch to the saw sheds where it is 
sawn by circulars into lengths 
suitable for the purpose to which 
it has been allocated. It is interest- 
ing in passing to notice that many 
mechanical devices have been tried 
out, such as denailers, but that in 
the long run it has been found that 
the old fashioned claw hammer 
wielded by a competent man can do 
the job more efficiently and quicker 
than any mechanical device. 

It may well happen that the tim- 
ber can be reused for its original 
purpose, in which case it need not 
be resawn. In one big salvage 
dump the Ministry has made a spe- 
cialty of old doors. These can 
nearly always be reconditioned, if 
the timber is sound, and resold as 
doors. In a coast dump, this theory 
was particularly evident where 
ship timber was predominating. 
Ships’ wardrobes, doors, shelves 
and tables, relics of gallant ships 
which have failed to last the pace 
of war, could all be reused after a 
little reconditioning, since the 
stout mahogany made them equal 
to a greater strain than softer 
types could have endured. 

Not all sea timber can be so re- 
used, and from the coastal dumps 
there has come a steady flow of 
ships’ timber which to be resawn 
and refashioned before it can be 
used. In this category the list in- 
cludes ships’ masts, booms and 
doors, not the least curious being 
the giant doors from refrigeration 
boxes, all ready for cutting into 
more convenient shapes and sizes. 

The quality of the timber ob- 
tained from these sources has 
been a matter of very great in- 





Intense salvage elforts pay big} 


terest for despite the fact that the 
booms are in many cases over 100 
years old, and have been in water 
most of that time, they are still 
in perfect condition and sound for 
any further purpose. 

In city areas, as well as in dock 
areas, packing cases offer excel- 
lent material for the _ salvage 
dumps and are unpacked and col- 
lapsed, denailed and then made up 
into new sizes and shapes. In 
one of the biggest dumps, the 
main source of the raw material 
is from Lend-Lease packing cases 
from the United States, sent here 
with war materials and regarded 
as scrap. The packing cases are 
reconditioned, sorted, denailed and 
reshaped and are flowing from the 
U. S. A. through this recondition- 
ing dump, to the Soviets, in their 
new shape as ammunition boxes. 

Nails are collected as are all 
decor handles and_ ironmongery 
parts, taken to another salvage 
center and there reclaimed too. 
Like the traditional story of the 
Chicago pig packer who even used 
the ‘squeel’ of the slitted pig, noth- 
ing is wasted in Britain at war. 

The centers which remake the 
salvaged timber are very often 
former furniture factories. No 
longer allowed to make furniture 
they are turning out ammunition 
boxes and food containers and a 
very large amount of their raw 
material comes from the dumps. 
The work is largely routine. Huge 
planes smooth the salvaged wood 
which is then cut and assembled 
by teams of workers working at 
high speed. One star team, the 
winners in their factory, have as- 
sembled 500 boxes in a _ day. 
About 80 per cent of the labor is 
unskilled female and only a few of 
the original skilled males are al 
lowed to remain as controllers. — 

One point worth noting here }s 
that the sides of the boxes are now 
being made from a_ composition 
mainly consisting of compressed 
sawdust, the timber saving result- 
ing being of very material help. 

Statistics issued by the Minis 
try of Supply show that of all the 
timber brought to their dumps, 80 
per cent. is ultimately salvaged a0 
made to perform a new vital job. 
Of the remaining 20 per cent, 1° 
per cent is used by the Army 4 
dunnage, mainly being heavy 
baulks used as outsize duckboards 
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and the remaining 5 cent as 
firewood. 

Firewood has its supreme im- 
portance in these days of coal 
shortage so that the Ministry may 
well claim 100 per cent recovery. 
Since the scheme started in March, 
1941, hundreds of thousands of val- 
uable standards of timber have 
been saved and their equivalent 
weight in imports prevented, in no 
smail way a contribution to the 
timber reserves of the nation and 
a service of immense value to the 
whole Allied cause. 

he financial aspect of the organ- 
ization is of interest in that it is 
one of the very few Government 
enterprises which pay good divi- 
dends 

Timber so salvaged is sold at 
£41.5 per standard where it is in- 
tended for box-making and at £33 
where it is for construction work. 
To get a fair idea of the value in- 
volved it might be indicated that 
in 1942, this source provided 25,- 
000 standards or approximately 
62,500 tons of timber which would 
otherwise have had to be imported 
while a computation of the ton- 
nage involved in shipping space at 
the rate of 2% tons of shipping 
space per standard, shows that the 
saving is approximately 62,500 
shipping tons of space. 

The organization, already a very 
large one, is growing steadily and 
ls administered in Districts of 
which there are a growing num- 
ber, with subdivisions within these 
Districts. To give an average 
turnover would be difficult since 
conditions vary so much, but a 
possible indication might be got by 
a description of one particular 
dump. This which we shall call 
No. 5 District has now 40 recondi- 
aaa dumps and will soon have 
) 4 
_In each one of these the timber 
'S Neatly stacked, after denailing, 
tough cleaning to remove charred 
wv Jagged ends, and subsequent 
'esorting to the dump within the 
general dump, which its type and 
lngth indicate. Some are im- 
Mense beams and in this connec- 
ton it is worth quoting that the 
dumps are by no means concerned 
‘nly with scrap. In one such, a 
Magnificent specimen of Memel log 
Yas reconditioned and still meas- 
ted 75 feet in length and 14 


per 
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inches square after that beauty 
treatment. 

On the other end of the scale, 
the scrappiest of the scrap be- 
comes laths, and go to rebuild the 
new Britain which is already aris- 
ing. The demand for laths is in- 
tense and this is one section of 
the many dumps which cannot be 
kept in stock for any length of 
time. 

Small scrap, 18 inches long and 
upwards is tongued and grooved on 
the site and turned into boards 
which ultimately become boxes. 

The actual tonnage held by any 
dump varies according to the period 
and the location of that dump, but 
a fair indication of the turnover 
might again be given by referen-e 
to the dump quoted earlier. There 
180 tons per day were received reg- 
ularly for a considerable period, 
and although this receival tonnage 
has somewhat slackened from that 
high total it is still very formid- 
able. 

The man power problem has been 
met in an interesting way, which 
might bear telling. The workers at 
these dumps are all elderly men, 
many unskilled to timber work, but 
many skilled cabinetmakers and 
carpenters. But such labor is 
wanted for more skilled occupation 
and the problem has resulted in the 
employment of a very considerable 
number of deaf and dumb workers 
who have proved exceptionally keen 
and capable. 

The timber salvaged includes 
every known type of wood and pro- 
vides the experts with an interest- 
ing cross survey of the uses to 
which timbers are put. The pro- 
portion of hardwood to softwood is 
comparatively small, and the list 
includes redwood and whitewood 
of North European origin, pitch- 
pine, oak, mahogany, Douglas fir 
and many similar types. 

One problem posed the authori- 
ties is the absorption of the sal- 
vaged mahogany. This wood is 
generally in excellent condition and 
when salvaged would prove excel- 
lent for cabinet making jobs. To- 
day in war ravaged Britain cabinet 
making is banned and the rescued 
mahogany cannot be released from 
the dumps—which treasure their 
timber as carefully as if it were 
fresh cut and with the same cau- 
tion of license granting—unless 
for a vital war purpose. 


LUMBER 
SALVAGE 


Write to the Salvage Editor, Ameri- 
can Lumberman, 431 So. Dearborn St., 
Chicago, Ill., for further information 
about any of the following items. 
Please mention the number of the items 
in which you are interested. 


Available 
82. 


We can supply up to six carloads 
of air dried stacking strips 144 to 
2 inches wide, six feet long, rough. 
These are mixed hardwoods—gum, 
oak and cypress. 


83. 


We have available about 6000 
pieces 1x 154 inch (exact measure- 
ment) one foot long, clear Ponde- 
rosa pine, S4S. 


84. 


We have a large number of kiln 
dried oak strips one inch square, 
also 1x % inch. Can be furnished 
either random length or cut to spe- 
cified lengths, rough or dressed, or 
run on a moulder to pattern de- 
sired. The following 1x1 are al- 
ready cut to the lengths specified: 
6 ft. 3 in., 120,000 pieces; 6 ft. 6 
in., 100,000 pieces; 4 ft. 6 in., 80,- 
000 pieces. In 1x %-inch stock 
50,000 pieces are cut to 6 ft. 3 in. 


Wanted 
85. 
Need 100,000 feet low grade ply- 
wood, either firsts or rejects, 21% 


inches and wider by 73 inches long 
in %g inch thickness. 


86. 


Need large amounts of short 
length hardwoods (oak, birch elm). 
Material should be one inch stock, 
six inches or more wide and lengths 
of 16 inches and up. 


87. 


We can use in quantity three or 
four inch lumber good for block- 
ing or sills in one or two foot 
lengths, preferably two foot, in 
skewback or any shape. Any spe- 
cies, green or dry is satisfactory. 


Need 100,000 pieces 14%x1% 
inches square out of 4/4 stock, S1S 
or S2S to approximately %4 inch 
thick. 
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This is the sec- 
ond of two articles 
by Roy Lee Mar- 
tin in which Mr. 
Martin makes 
some very definite 
suggestions to the 
retail lumber 
dealer about 
methods and de- 
vices which will 
practically elimi- 
nate the danger 
of his becoming 
the victim of a 
worthless cheek 
passer, Mr. Mar- 
tin (the name is 
a hom de plume) 
writes from a 
background of 
many years of ex- 
perience in the 
bad check passing 
“business.” At 
present he is in 
residence at a 
State penitentiary. 
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by Roy Lee Martin 





POLLING THE BAD CHECK ARTIST 


Herewith are some _ practices, 
which if introduced into your busi- 
ness routine where strange check 
cashers are involved, will discour- 
age the phony check artist and 
should not incense the honest per- 
son with a check to cash. 

One simple method to detect the 
intentions of check cashers is this: 
Prepare a small sign bearing a 
fingerprint fascimile, reading: 
“Would You Please Fingerprint the 
Check You Are Presenting?” Hang 
the sign in the most conspicious 
place in your establishment. No 
kinky penman or bad-check artist 
who spots the sign will make any 
overtures. He will, in a flash, think 
up some excuse—maybe directions 
to reach some public building or 
street—to leave vour establishment 
without arousing your suspicion. 
The last thing he will give is a 
bonafide fingerprint; it defies imita- 
tion. 

Another thing the kinky pen- 
man will not do is to present a bad 
check where the cashing system, as 
in large business houses, is com- 
plicated and time-consuming. His 
constant fear is of being trapped. 

The kinky penman is a transient 
both by nature and the hazards of 
his illegitimate profession. He sel- 
dom has staple contacts in the lo- 
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cality where he is operating. This 
is your cue to make rigid inquiries 
as to his credentials. The honest 
presenter will not resent this cau- 
tious attitude; he will expect it. 


Since a large proportion of bad 
checks are the “pay-roll” variety, 
your community might establish a 
central identifying bureau, to 
which all local businesses could di- 
rect presenters of pay-roll checks. 
Operated in collaboration with in- 
dustrial plants, the bureau could 
easily verify any check for you by 
referring to pay numbers. The 
odds are too great for a check artist 
to guess a pay-number more than 
once. It is, in my _ estimation, 
the only workable method to give 
complete protection to local busi- 
ness houses. 


When given a check to cash, ex- 
amine it minutely, front and back. 
No kinky penman is always per- 
fect; he slips up once in a while, so 
any irregularity should arouse your 
immediate suspicions. Watch for 
irregular writing, erasures, blots, 
what appears to be added shading 
on lettering, the depth of the per- 
foration marks. The honest citizen 
with a clear conscience will not re- 
sent such close scrutiny. 


A forged or raised check is easy 
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to identify: the writing is always 
irregular—shows extra shading, or 
will appear slightly scrambled. 

In checks showing the markings 
of a mechanical writer, these mark- 
ings should be flawless. If flaws 
are evident, the check has been 
tampered with; decline to accept it 
under any conditions. 

An inexpensive reading glass 
will disclose the average forgery— 
the average case of check-raising. 
No kinky penman is skillful enough 
to perfect his work beyond detec- 
tion by the average business man 
—-if (and this is why the crook 
gets away with it so many times) 
the average business man takes the 
time to examine all the paper of- 
fered, and all there is on _ that 
paper. 

The kinky penman_ invariably 
presents his bad paper already en- 
dorsed, the reason for which he 
does not want to spend any more 
time than absolutely necessary in 
your establishment. Another thing, 
he cannot trust his own skill to 
write endorsements under your 
watchful eye, and have his hand- 
writing appear different enough to 
allay suspicion. Much depends on 
the outcome, so he avoids every [us 
sible risk. 

Therein is another key to detect- 
ing the forger. If a questionable 
check is presented already er- 
dorsed, ask the presentor to write 
his name a second time below the 
endorsement, and ask to see his 
social security card or some other 
identification piece which bears the 
same handwritten signature. Per- 
haps the two best means of identifi 
cation are requesting a man show 
both his draft registration and clas- 
sification cards, and requesting 4 
woman show her ration cards. The! 
examine the identification card for 
erasures, or paste-overs. If it is 
presented in a celluloid case, remove 
the card from the case for exam 
nation. 

The writer of a straight fraudv 
lent check leans to signatures with 
a flourish to them. There is @ 
psychology in a flourished sign 
ture that impresses the «average 
business man, however wary of 
bad paper he 
may be. Take 
special pre- 
cautions with 
fancy signa- 
tures. 
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“Urgency Lumber" 


The WPB and the WFA announced 
on May 26 “a program designed to 
relieve farmers’ lumber needs for 
essential farm repair and construc- 
tion.” 

The program follows essentially the 
lines indicated on this page in the 
May 29 issue. Following comments 
are a summary, for the record. 

Purpose of the program is to im- 
prove the nation’s farm buildings, 
for wartime livestock and crop pro- 
duction. Example: This emergency 
lumber may not be used to build new 
farm dwellings. 

The WPB has extended an essen- 
tially new rating—AA-2—for half a 
billion feet of farm lumber. This 
allotment is for the third quarter of 
743, with the month of June added. 
Note that there is no absolute promise 
of this much extra stock; but the 
Requirements Committee in its direc- 
tive to the War Food Administration 
states that the Lumber Division will 
“to the extent practicable” direct 
shipments into specified agricultural 
areas. Don’t get the wind up over 
this qualification; for it’s no more 
than a common sense recognition that 
shipments can’t be directed unless 
actual lumber is actually available. 

Note that the Food Administration 
aids in the program; a _ recognition 
that the extra allotments turn upon 
the urgency for food _ production. 
Keep that in mind; for the USDA 
county committees will be guided by 
it in issuing certificates of purchase. 

It seems that seven States, having 
little farm business, are omitted in 
making this third-quarter allotment; 
but we understand that these States 
may be included in the fourth-quarter 
allotment if dealers can prove a need. 


Farm Building Crisis 


This is almost the first outright 
recognition, in the form of a control 
order, of the importance of farm 
buildings in war food production. 
That crisis has doubtless figured in 
earlier orders; but this order is sup- 
posed to be a Sunday punch. 

This half-billion feet is an extra 
allotment; in addition to what farm- 
ers can get by using the AA-3 and 
AA-4 ratings given them under M-208. 

This is the way it’s supposed to 
work out, at least on paper: Four 
quarterly allotments, each of half a 
billion; one and a half billion under 
M-208; total three and a half billion 
feet in the course of twelve months. 
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While this is about a billion feet more 
than previous estimates of minimum 
needs, it’s much below actual needs. 
“tate quotas and issuance of purchase 
certificates by county boards are in- 
tended to direct available supplies to 
spots where they’ll do most for food 
production. 

Naturally the success of the pro- 
gram turns upon the amount of lum- 
ber manufacturing during the period. 
No need to repeat the threadbare 
fact that unless stock is sawed, allo- 
cation orders are the crackling of 
of thorns under a pot. However, it’s 
reasonable to expect some emergency 
lumber for farm use; maybe quite a 
bit. 


Rating Competition 

Don’t be surprised if there’s a storm 
of protest from other consumers and 
a determined effort on their part to 
get equally high ratings. Example: 
Within a few hours after the farm 
program got into the newspapers, the 
Lumber Branch began getting swarms 
of telegrams from housing contractors 
and the like, saying they couldn’t get 
vitally needed lumber now that every- 
thing was going to farmers. At the 
time, not a foot had been shipped or 
even contracted for under the new rul- 
ings! Farm dealers can guess the 
feelings of housing men very simply. 
Let them imagine their own feelings, 
had the extra allotment gone to hous- 
ing and not to farm uses. Farm 
dealers should not rely entirely upon 
an order. They have the job of keep- 
ing officials convinced of the impor- 
tance of lumber in the food program. 
Stick to defensible arguments. Any 
others will come unstuck. The NRLDA 
is set to keep these defensible argu- 
ments clear in the official minds. 

Credit for this farm program goes 
to the NRLDA, the able midwestern 
committee of retailers, the Lumber 
Branch of the WPB and the War 
Food Administration. 


Other Farm Supplies 


The WPB has issued < priorities 
regulation (No. 19) and a General 
Preference Order (M-330) to enable 
farmers to buy and retailers to obtain 
and sell a list of necessary supplies. 
Many of these items are of kinds long 
handled by lumber retailers over the 
counter. There are 66 items in the 
“emergency program”; 78 items in 


the “long-range” program. Mentioned 
at random; nails, staples, barbed wire, 
shovels, 


woven fencing, harness, 








wagon wood stock, valley tin, eave 
troughs, wire screen, ridge roll, cor- 
rugated roofing, poultry hardware, 
poultry netting and so on. For the 
complete lists, get PR-19 and M-330. 
This program was worked out by the 
Office of Civilian Requirements. 

The priority regulation requires that 
if a dealer has the items in stock, he 
must sell them to a farmer if the 
latter gives him a signed certificate, 
as follows: “I certify to the War 
Production Board that I am a farmer 
and that the supplies covered by this 
order are needed now and will be 
used for the operation of a farm.” 

This is not a WPB form; may be 
furnished by the dealer or written by 
the farmer. This certification will 
enable the farmer to buy up to $25 
worth of any of the items on the list; 
more than that amount if his certifi- 
cate is approved by his local County 
Farm Rationing Committee. 

A dealer may use the farmers’ cer- 
tificates to get priority on orders for 
farm supplies up to 75 percent of the 
dollar amount of his sales. This dif- 
ferential is supposed to allow for the 
spread between wholesale and retail 
prices. Dealer is not required to use 
the certificates to get the same kind 
of supplies as those he sold. With 
certain exceptions, covered by other 
procurement methods, he may use the 
certificates to get any of the supplies 
covered by the regulation. 


Buying in Advance 


Provision is made for the dealer 
whose stocks are too low to meet 
anticipated demand. Until July 1, if 
he expects to receive farmers’ ce?- 
tificates but does not have enough to 
place the needed orders, he may ce!- 
tify this fact to his supplier; adding 
the further statement that the amount 
ordered will bring his invenory up to 
no more than a normal one month’s 
supply. All these dealer purchase 
orders are rated AA-5. 

The exceptions are important. Items 
controlled by other WPB orders, and 
which in consequence can not be re 
placed by the dealer on the basis of 
farmers’ certificates, include bale ties, 
cable, corrugated roofing, fencing, 
nails, netting, pipe, staples and wire. 
Furthermore, certificates accepted for 
the sale of these items can not 
used as the basis for getting any 
other supplies on the list. Replace: 
ment of these excepted items is done 
under their own rules. As we under 
stand it, a farmer may claim the 
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“As I See It... 


there’s PLENTY of 
roofing business for 


you RIGHT NOW!” 


A sky-view of the homes and 
farms in your territory will show 
you a lot of roofing prospects... 
folks who need re-roofing right 
now! What’s more, Certain-teed 
is making it easier than ever to 
land these jobs. Take advantage 
of all the promotion material 
Certain-teed has prepared for 
your business. Tie in with the 
Certain-teed campaign now run- 
ning in the leading Farm and 
Home Magazines. That’s what 


distributors everywhere are do- 


ing...and it pays. 


FOR YOUR FARM PROSPECTS 


24-page book about available 
Certain-teed products and their 
farm uses; plus 6-page folder to 
bring the farmer to you. 








base a soca tiianr 


ainati tanaaomtoe PR 


AND HERE ARE NEW CERTAIN-TEED WAYS 
TO HELP YOU MAKE MONEY IN JUNE| 
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WT, REPenS F08 fan PROTECTION 


YOUR OWN 
LOCAL ADS 
Brand-new, down- | 
to-earth ads that | 2: --~" 
bring you more bus- | nmen cove ne 
iness now! 


LOCAL DIRECT MAIL PLAN 


Sales letters and folders ready 
to mail to your best prospects! 


COLORFUL POSTER 


Folks stop, look, read and buy 
where this Poster is put up. 


Cortain-teed wuowe provvcrs 





21G, U5. Pat. OFF, 


120 S. LaSalle Street, Chicago, III. 
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right to buy these items, if the dealer 
has them in stock; but the dealer 
should not ask him to sign a certifi- 
cate for them unless, in the dealer’s 
opinion, the farmer’s order calls for 
too large a part of his stock. 

If, later on, the WPB withdraws 
this priority rating from any item on 
the list, farmers may continue to buy 
that item from the dealer on cer- 
tificates, sc long as his stock lasts; 
and the dealer may use these certifi- 
cates to buy other items on the list 
from his supplier. 

“Farmer” is defined as a_ person 
who engages in farming as a business. 
The term does not include those who 
raise food for their own use. 


Yard Definitions 


Again, to complete the record, one 
more mention cf amendments. to 
RMPR 19 and RMPR 219. Important 
change: A revision of the definition 
of distribution yards. 

Back of these amendments, as you 
know, has been a hot argument be- 
tween concentration and distribution 
dealers. 

Both types of dealers, especially in 
the South, bought from small mills; 
beth graded and _ reprocessed this 
stock. But a difference in price ceil- 
ings allowed distribution men in gen- 
eral to pay higher prices; allowed 
them to capture much of the local mill 
output. 

Concentration men also alleged that, 
because of heavy demand, distribution 
yards could and did sell large orders, 
essentially wholesale in character as 
the concentration men saw it, at retail 
prices. This they claimed was an un- 
warranted invasion of the concentra- 
tion yard markets. 

Original definitions held that any 
yard reprocessing 30 percent or more 
of the lumber it got from sawmills 
must be considered a concentration 
yard, so far as that species of lumber 
was concerned. Many southern retail 
yards, selling only at retail, processed 
much more than. 30 percent; would 
have been forced to make retail sales 
at mill levels. 


New Measurements 


Revised definitions omit all refer- 
ence to reprocessing lumber; describe 
distribution yards in terms practically 
any retailer can meet. OPA states 
that “an establishment falls into the 
class which it most closely resembles.” 

The matter of quantity sales is 
dealt with in another section; one that 
all retailers should keep in mind, even 
if they do not grade or remanufacture 
a stick. This section makes it clear 
that ceiling prices for direct-mill ship- 
ments apply to all shipments originat- 
ing at lumber mills. Note well the 
definition of direct-mill shipments, as 
follows: 

“A shipment is regarded as origi- 
nating at a mill if the lumber reaches 
the purchaser without ever becoming 
a regular part of the stock of a dis- 
tribution yard. Even if the seller takes 


an order for a war housing project, 
brings the lumber from a mill, puts 
it in his yard, and delivers it as 
needed, the sale is still held to be a 
direct-mill shipment and can not be 
sold at prices higher than those pro- 
vided for direct-mill shipments.” 
Determining if lumber actually 
does become “a regular part of the 
stock of a distribution yard” might 
well tax the wisdom of a Solomon. 
The purpose, however, seems fairly 
clear. It is intended to protect the 
proper trade of concentration yards. 
Putting the stock into the yard is not 
enough. If a sale is big enough so 
that the dealer buys stock especially 
for purposes of supplying it, then it 
would seem to be a direct-mill ship- 
ment and subject to mill-shipment 
ceilings. Retailers, if they are to 
maintain their retail status and prices, 
apparently must stick to local sales of 
the kind described in the swarm ot 
crders that apply to retail business. 
No doubt OPA will have to rule on a 
good many specific sales, to determine 
into which categories they fall. But 
at least these definitions should give 
the agency some general standards. 


Interim Pricing 


Regional meetings to familiarize re- 
tailers with interim ceilings for soft- 
wood lumber are in progress. If your 
regicnal meeting has not yet been 
held, attend if you can. 

Rumor is that the order authorizing 
these ceilings has struck a temporary 
obstacle. We’re assured it will be 
issued soon. Snag is said to be a 
clause attempting to protect retailers 
from Johnnies-come-lately; invaders 
of the retail business via the back 
docr. Seems fairly mysterious; but 
tempers are said to be high. Those 
who should know say it’s a matter 
that can and will be fixed up soon. 
Meanwhile the meetings, properly 
enough, go forward. 

Interim pricing is a project to which 
Peter A. Stone, Price Executive of 
the Lumber Branch, OPA, has devoted 
hard and effective work. Because of 
Mr. Stone’s illness, the meetings are 
being ccnducted by Henry Eckstein 
and Arthur Larsen, of the OPA. Inci- 
dentally, Mr. Eckstein is resigning his 
position as of July 1. 


Wholesale Margins 


Wholesalers are trying to get or- 
ders amended to allow them to stay 
in business. Earlier rules held—still 
hold, at this writing—that “service 
charges” for scouting lumber supplies 
can not be allowed if the addition 
brings prices above established ceil- 
ings. This in effect put wholesalers 
out of the picture; for this is a sellers’ 
market, and mills can usually sell 
their stock at full ceiling rates with- 
out the aid of wholesalers. But many 
retailers have long depended upon 
wholesaler services; have trouble get- 
ting direct mill contacts. 

Report is that wholesalers are ask- 
ing a six percent addition to mill ceil- 
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ings when their services are em- 
ployed. At this writing the matter is 
still in the discussion stage. 







Along the Potomac 






Our industry continues to take its 
coloring from factors beyond our own 
line fences... 

Too early, at this writing, to boil 
up the odds and ends of the coal 
fracas. As most observers predicted, 
the obstructionist stage of the second 
strike didn’t last long. Lewis con- 
sented that the workers mind the 
Commander-in-Chief and return to 
the pits, “up to and including June 
20”, while contract negotiations con- 
tinue. 


























Labor and Taxes 




















Pay-as-ycu-go taxes are rather sure 
to add to labor instability; to raise 
further storms of union wage de- 
mands. First, the UMW under Lewis’ 
leadership has proved that labor de- 
mands can force the government to 
pay attention. Second, workers like 
everybody else, find the subject of 
taxation as clear as a fog. But one 
thing will be clear. When tax dedue- 
ticns are made from the pay envelope, 
to meet current tax charges, there'll 
be less money to take home. A good 
many observers say that workers will 
lcok upon these deductions as a pay 
cut; will remember what the UMW 
got away with and will demand as 
much money to take home as they 
had before tax deductions went into 
effect. 









































































































































New Top Agency 





The public grows cynical over con- 
tinued layering of agencies; and with 
practical reason. But, while waiting 
to be shown, you can take heart of 
hope betause of the OWM. It looks 
like what we’ve been waiting for. 
True enough, in the nature of things 
itll be overlapping Congress; and it'll 
not get along with the Hill merely 
by virtue of definitions in an execu- 
tive order. But we may be getting 4 
top manager for the domestic front, 
subject only to the President’s final 
word; one who will have some chance 
of mustering all the agencies in 4 
single strategic plan. 

So far, there have been too many 
blank spots in control; too many over 
lapping of functions, issuing in violent 
inter-agency competition. Compet- 
tion is the life of trade? Sometime. 
Many years ago a shrewd old |umber- 
man came across with this one: “Mark 
it well, buddy. Competition is all 
right as long as it makes you work 
hard at the main job. But when It 
gets you to knocking out competitors 
instead of distributing goods it ain't 
the life of anything. It’s just a dum 
big overdose of rat poison in the com 
mercial picnic lemonade.” 

Anyway, give the OWM a chanee 
to see if it can distribute goods. 
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ALAMOGORDO, NEW MEXICO 


Tip-top lumber from the 
top of the world! Stock 
43 cut from timber that 
grows in the Sacramento 


sonal Mountains, at an altitude 
i, of 10,000 feet! Stock of 
dealers fine, soft texture and 


straight, even grain, care- 
fully manufactured in a 
modern band mill. Up-to- 
date lath mill, planing 
mill, box factory. 











THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 














CARR 


Lumber Company, 


Manufacturers of 
“BILTMORE” 
FLOORING 


“BILTMORE” 
HARDWOODS 
Plain and Quar- 
tered Oak — Soft 
Yellow Poplar— 
Basswood, Chest- 

nut, etc. 


Pisgah Forest, N.C. 
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That Postwar House 


It has been determined that the 
postwar automobile will be exactly the 
same as the 1942 model. It has not 
been determined that the postwar 
house will be exactly like the 1776 
model, which apparently was the 
model used in 1942. 

The automobile long ago shuffed 
off the resemblance to the carriage 
that it had in 1905 and few sentimen- 
talists wept. The house could be a 
real home, full of comfort and con- 
venience, not a mere cast off cocoon 
of an eighteenth century myth, if we 
would but design and build with our 
present knowledge and materials. 

We need not wait for the produc- 
tion of new materials and new fix- 
tures to produce a postwar home. It 
is merely a matter of design. There 
were homes built before the war by 
people of imagination that were far 
in advance of the publicized things 
that were generally produced. They 
were built with materials then avail- 
able, obviously. Those same materials 
will be available after the war with- 
out waiting. Why, then, do we have 
all the objections in some of the trade 
press to publicizing the postwar 
house ? 

The manufacturers are planning for 
postwar. It is perfectly true that 
many of the new products and mate- 
rials will take some time to get into 
production. But in the meantime, 
after the war, it would be the admis- 
sion of the greatest lack of ability 
and imagination if the construction 
end of the industry tolerates the old 
shopworn versions, alike as peas, of 
the alleged Kape Kod Kolonial. 

A chef mixes brains with the same 
old ingredients and gets a concoction 
par excellence. The construction in- 
dustry can mix brains with the same 
old ingredients and produce a home 
par excellence. 

The 1942 automobile was advanced 
and well advertised. Those few real 
1942 houses that were advanced were 
not well advertised. The 1942 auto- 
mobile will not look new to the public. 
The 1942 PW house will look new to 
the public and will have a great ad- 
vantage in the intensely competitive 
postwar market. Will the construc- 
tion industry muff its chance again? 


Savings and Loans 


Reports made at a Management 
Conference conducted by the United 
States Savings and Loan League in 
Chicago were basis for these conclu- 
sions: 

1. Savings and loan _ executives 
generally believe that new price lev- 
els on real estate brought about by 
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the past three years’ increasing ¢ 
pansion of the economy will remain 
for some years to come. Institutio 
are increasingly adopting the practic 
of more rapid amortization of th 
principal of the loan during the ear 
years, where the price of the prope 
shows obvious effects of the inflatio, 
ary process. 
2. Practically no associations e& 
perienced any notable increase in nor 
mal withdrawals by savers in Mard 
when the income tax had been «& 
pected to cut deeply into accumulate 
savings. Majority opinion was th 
new money from savers and acceler 
ated home repayments will contim 
to flow into these associations at 
least the pace so far characteristic 
1943, so that there is no question 
the availability of sufficient funds fa 
all the home loan demands they 
receive this year and for a substanti 
increase in the associations’ govem 
ment bond portfolios. 


Postwar Notes 


Crane Co. is going to the public ft 
aid in setting up its postwar pn 
gram, a full page of questions in 
24-page booklet asks the consumet 
what they want. Timken Silent Aut 
matic Division has also mailed 
broadside to customers asking the 
to answer questions in a small book 
let. 

Westinghouse has set up a 9 mil 
planning committee for postwa 
plans and development of war-till 
activities for distributors and retalk 
ers. 

Montgomery Ward announced thal 
they had no intention of re-engagil 
after the war in the sale, erection? 
financing of homes. Also, that t 
will not sell prefabricated homes. 


Revised Building Code 


The Recommended Building Code 
the National Board of Fire Une! 
writers, which serves as a model fo 
building regulations in many cite 
throughout the country, has been ® 
vised to conform to advances : 
knowledge and experience which hi" 
resulted from new methods and ™ 
terials, and to suggest means of P" 
tection-required by new hazards. 

The Code does not attempt, ho 
ever, to dictate choice of materi 
assemblies or designs, so long % | 
proper degree of safety and health! 
attained. One of the principal ™ 
sons for this latitude is that ™ 
building materials and construct 
methods are constantly being dev 
oped and rigid requirements “es 
retard their use. We hope the mult 
palities follow suit. 
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-... With ANDERSEN 


COMPLETE (i) WINDOW UNITS 


“Built-ins” ... for the 194X home—yes, even a 
~ built-in view or two, with dull wallspace converted 
into year ’round living pictures, through Andersen 
Complete Wood Window Units! With wider use 
of fenestration in 194X homes will come wider 
recognition of the importance of Andersen Com- 
plete Wood Window Units. For here are complete 
wood window units that are designed as a func- 
tional part of the entire structure, and adaptable 
to all types of residential design. And, though 


designs may change and innovations develop—of 
this you may be sure: the quality and precision- 
built excellence of Andersen Complete Wood 
Window Units will remain unchanged in order to 
meet the exacting requirements of the building 
profession. 

Further Andersen Complete Wood Window 
Units will be promoted and sold, as always, 
through the regularly established retail channels 
of the millwork industry—the lumber dealer. 


BAYPORT ¢ MINNESOTA 





















West Coast 
Lumber 


Western softwood mills are making 
every effort to meet war requirements 
for lumber. Generally speaking stocks 
are low and order files crowded. Many 
producers are having difficulty in obtain- 
ing labor. Lumber buyers are finding it 
a real problem to obtain needed lumber. 


If the stock you require can be obtained 


The Western Wholesaler 
Will Do His Best For You. 


He is around daily among the mills, pick- 
ing up a little here and a little there, 
putting forth his best efforts to serve his 
customers. 





DUNCAN LUMBER COMPANY, INC. 


Specialists in Heavy Douglas Fir Clear Cants 
and Shipdecking. 


SEATTLE, WASH. 


MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 


HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
(Sawmill: Pine 


CARL SODERBERG —Sepmu Pin 
LUMBER COMPANY F""eville. ore.} 


Spokane, 
Manufacturers and Wholesalers 


Washington 
Morrill & Sturgeon 
Lumber Co. nll 


WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - «+ »« WASHINGTON 


110 Market St., SAN FRANCISCO, CALIF. 
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Salvage Effort 
Dear Sir: 

Yours of the 11th is interesting. 
The writer got into the lumber busi- 
ness via the back door of a salvage 
yard and is properly scandalized at 
the present waste of good seasoned 
lumber. His first building venture at 
the age of 20 was the building of a 
“duplex” residence where all the com- 
mon lumber was salvage. That was 
in 1909 and this “duplex” is still the 
best looking building in that particu- 
lar block. 

Anticipating your suggestion, we 
have started correspondence’ with 
Army officials seeking a formula al- 
ready set up for the disposition of 
salvage accumulations. Failing such 
a formula, perhaps some procedure 
can be initiated, particularly if there 
is a demand made for action as you 
suggest. We’ll advise with you when 
and if we get responses to our first 
letters. 

A. T. Brink, President. 
Tri-State Lbr. & Shingle Co., 
Kansas City, Mo. 


Agrees with Editorial 


Dear Sir: 


Your editorial on page eleven is 


excellent. The admimistrators of our 
numerous laws restrictive of business 
are spending much good taxpayer 
money and wasting much good man- 
power needlessly policing honest men 
for the purposes of compliance—the 
few violators found are not worth the 
cost. 

Recent Iowa District meetings with 
WPB men were along these lines. Top 
flight men in the lumber field, nearly 
150 of them, sat for five hours at a re- 
cent meeting here. Undoubtedly we 
all learned a little about compliance 
—about what we “can’t do.” But it 
was hardly worth the five hours time 
—most of us were really more familiar 
with some phases of regulations than 
the WPB experts; who by the way 
were very courteous, helpful and good 
humored throughout the session. 

However, I and many others went 
there in hope something would come 
out of it which would get us some 
lumber. There is nothing to comply 
with if we haven’t lumber to sell. 
There was a noticeable tension in the 
session when this phase was brought 
up. However, there was no help for 
the wicked. 

One dealer remarked to me, “It 
seems like the thing is set up to put 
us out of business.” For nearly a 
year no replacements were allowed; 
we were allowed to sell down our 
stock to nil—then on January 12th 
allowed to replace rate sales in 90 day 
lots. On January 12th some yards 
had not enough lumber which if sold 
on priority would make a carlot. Some 
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-had fared better than we—and that 


yards could not sell 10,000 feet of 
priorities in 90 days and the placement 
of an order before the 90 day accumu. 
lation of priorities had expired is im- 
probable. The rules are set up to 
stop you at every turn. 

The principal thing this meeting 
taught me was that few other yards 


the WPB men, who were there, were 
really not much interested in our sup. 
ply problems. 

Emergency lumber for farmers— 
nice thing to hope for—but procedure 
outlined too cumbersome; the alf 
would be dead before shipments would 
be made. 

O. T. Barry, President. 
Hawkeye Lbr. & Coal Co., 
Cedar Rapids, Iowa 


Travel Broadens 
Gentlemen: 

The writer has just returned from 
a trip to Washington, D. C. which 
started out to be for the sole purpose 
of telling the War Production Board 
how lousey they were and how little 
they knew about lumber and mill 
work. I also intended to tell these 
“stinkers” how much I knew about 
the game and to tell them how they 
should run their office. 

My dealings were with the Lumber 
and Millwork Division of the W.P.B. 
and I met quite a few of the men 
handling the key positions. The first 
shock I got was to find that every one 
of these men were perfect gentlemen, 
and that their parents were actually 
married (and I hadn’t thought that 
before). They are all real fellows and 
most of them lumbermen or affiliated 
with the lumber and millwork bus:- 
ness in civilian life. They not only 
know their business, but they know 
yours and in many cases they know 
a little more about your business than 
you do. They know as well as you d0 
that you need assistance to obtain ma- 
terial and are perfectly willing to help 
you get it if you will furnish the -@ 
formation they require. 

I found that most of us do not fur- 
nish half enough information when re 
questing assistance and get sore when 
an application is returned with that 
nice little word “denied’’, and we 1- 
mediately write a sarcastic letter 0 
wire our Congressman to go to bat 
for us. 

Now I found that a lot of headaches 
could be avoided if we would cooperate 
a little more with the WPB and evel 



































them and more if they ask for it am 
you will find that if you are entitled 
to assistance you will get it. . 

If you think you have something 
really “beef” about and are neal 
enough to make a trip to Washingt” 
drop in and see these fellows—thel 
will treat you fine. 


Harry W. Brown, 
Secretaty: 








Bosman & Casson Ine. 
Harrison, N. J. 
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SOUTHE: 
HARDWOODS 


Where Hardwoods Attain Fine Quality 


From the rich producing lands of the South come millions of feet of 
choice hardwood lumber. Soil and climate combine to yield every- 
thing to be desired in fine hardwood lumber—a hardwood to suit 
The leading producers and distributors listed on 
this page supply all available standard grades and sizes. 






every purpose. 


E. Sondheimer Co..........Sondheimer, La. 


Manufacturers Southern Hardwoods and Louisiana Cypress. 
Slack Barrel Cooperage. 
Serving the Trade Since 1872. 





Chapman & Dewey Lbr. Co.. .Memphis, Tenn. 


Manufacturers for 51 Years of Famous St. Francis Basin 
Southern Hardwood Lumber and Oak Flooring. 
Mills at Marked Tree, Ark. 





Anderson-Tully Company ...Memphis, Tenn. 


For 50 Yrs. Mfrs. Southern Hardwoods—Gum Plywood. 
Semi-Finished Hardw Dimension. Oak Firg., Short Leaf 
Yellow Pine. 5 Modern Band Mills. 


Reynolds & Manley Lbr. Co.. .Savannah, Ga. 


Mirs. Southern Hardwoods, Pine, Coast Type Red Cypress. 
Can grade- & trade-mark. Planing Mills, Modern Dry Kilns i 
5 R. R. connect’ns. Prompt water shipm’ts, foreign, coastwise. 








J. E. Stone Lbr. Co.....Nacogdoches, Texas 


Southem Hardwoods—Band-Sawn—Lignasan-Dipped—Can Kiln- 
Dry—Short Leaf Yellow Pine—Planing Mill Facilities. 





Georgia Hardwood Lbr. Co.. .Augusta, Ga. 


Southern Hardwoods, Cypress, Yellow Pine. Annual Capacity 
over 200,000,000 feet. Band Mills in N. Carolina, S. Carolina, 
Georgia, Mississippi. 





J. M. Jones Lbr. Co..........Natchez, Miss. 


Mirs. All Southern Hardwoods and Cypress—Dowicide-Dipped. 
Planing Mills and Dry Kilns. Normal Stock, 12 Million Feet. 
Also Yellow Pine Boards. 


Woods Lumber Co..........Memphis, Tenn. 


2 Band Mills—Lignasan-Dipped Hardwoods 
“From Woods to Consumer”’ 








Chicago Mill and Lbr. Co.......Chicago, Ill. 


111 W. Washington St. Since 1881 
Band-Sawn Delta Hardwoods and Cypress 
Operating Four Modern Band Mills. 





Depend on these producers 
and distributors for all your 
hardwood needs. 
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Angelina Hardwood Company. Lufkin, Texas 


_ ,Mills_at Ewing, Tex. and Ferriday, La. 
Louisiana Red Cypress and Southern Wusderseds. 





Augusta Hardwood Co........Augusta, Ga. 


Mfrs. High-Grade Band-Sawn | Planing Mills 
Pine . . Hardwood . . Cypress | Dry Kilns 
Air-Driedj Roofers . . Timbers 





Pine Plume Lbr. Co. 3iz,. Montgomery, Ala. 
Mfrs. Southern Hardwoods, air- or kiln-dried. Specializing in 
Kiln-Dried Poplar; also Mixed Cars, with Yeliow Pine. 
Serving the Lumber Trade since 1899. 





Louisiana Central Lbr. Co.......Clarks, La. 


Band-Sawn Forked Leaf White Oak, Cherry Bark Red Oak, 
Red and Sap Gum, Poplar, Cypress, Oak Flooring. 
Mixed or Car Lots. 





Wax Lumber Co...........Woodville, Miss. 


Manufacturers Band-Sawn Hardwoods and Southem Pine. 
Specializing in Cherry Bark Red Oak, Magnolia and Poplar. 
Annual Cut, 20 million feet. 





McGraw-Curran Lbr. Co... Yazoo City, Miss. 


Band-Sawn Southern Hardwoods. Specializing in Deep Swamp 
Cypress, Cherry Bark Red Oak, Delta Red Gum and Tupelo 
and the famous Yazoo Beech. 





C. W. Parham Lbr. Co......Memphis, Tenn. 
1007-8 Farnsworth Bldg. 


Manufacturers of Southern Hardwoods and Cypress. 
Specializing in Beech and Poplar. All Lignasan-Dipped. 
Band Mill at Meridian, Miss. 





Lightsey Brothers. ...Miley, South Carolina 


Manufacturers of Southern Hardwoods, Cypress and North 
Carolina Pine. Moder Kilns & Planing Mill Facilities. End- 
Matched Pine, Oak, Maple & Gum Flooring. 





Eastman-Gardiner Hdwd. Co...Laurel, Miss. 


Manufacturers of Southern Hardwoods and Yellow Pine. 
23 years of satisfactory service to the trade. 





Miller & Co., Inc.. Selma, Ala.. Jackson, Tenn. 


Operating 5 Bandmills, producing practically every species 

Southern Hardwoods; also Yellow Pine. Normal stocks avail- 

able 30,000,000’. Own 7 — need resaws. Modern 
roughout. 


Nider Stuthetn Hardwoods Ftom lhese Leading Frm 
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M. L. Fleishel 
Shamrock, Fla. 
President NLMA 


Dr. Wilson Compton 
Washington, D. C. 
Secretary NLMA 


The National Lumber Manufac- 
turers’ Association held a series of im- 
portant industry committee meetings 
at the Blackstone Hotel in Chicago 
from May 31 to June 3, the primary 
purpose of which was to discuss and 
seek to solve production problems. 
Representatives of the regional trade 
associations representing manufac- 
turers and distributors of lumber and 
timber products, of which the National 
is composed, met with the following 
Government representatives: J. P. 
Boyd, head of the Lumber and Lumber 
Products Division of the War Produc- 
tion Board; Col. Fred G. Sherrill and 
Major McDonald of the Central Pro- 
curing Agency; Henry J. Eckstein, as- 
sistant price executive, lumber branch, 
of the Office of Price Administration; 
Bruce Smith, assistant to the chair- 
man, and Clarence Danhoff, of the 
War Manpower Committee; and Mr. 
Hopkins of the United States Forest 
Service. M. L. Fleishel, Shamrock, 
Fla., president of the National Lumber 
Manufacturers’ Association, presided 
at the sessions of the Lumber & Tim- 
ber Products War ‘Committee, held on 
the first two days. 

The War Production Board reported 
that first quarter lumber production, 
estimated at 7,141,109,000 board feet, 
was nearly sufficient to meet estimated 
military and essential civilian require- 
ments, but said it is impossible to 
forecast whether the production rate 
can be maintained. 

Dr. Wilson Compton, secretary of 
NLMA and of the committee, showed 
the serious condition of the industry 
by a series of charts. Reserve stocks 
are low “beyond precedent,” with the 
production trend downward. Dr. 
Compton expressed the hope that the 
lumber problems would be one of the 
first to engage the attention of the 
recently created Office of War Mobil- 
ization. 

The War Manpower Commission, 
through its representatives present 
(Bruce Smith and Clarence Danhoff) 
asked for suggestions on ways to re- 
lieve the manpower shortage, and 


42 


National Manufacturers 
Discuss Production Problems 


were promptly given several hints. 
The use of war prisoners to alleviate 
the manpower shortage in the lumber 
industry met with little enthusiasm 
and the West Coast definitely declines 
to employ them because of the possi- 
bility of sabotage. 

Price policies were criticized, but 
Henry J. Eckstein of OPA said that 
OPA can not approve any over-all 
price increases in an industry until a 
majority of the firms have shown that 
their prices have been below costs or 
that their profit is so critically low 
as to put them in a practically profit- 
less position, for six months or a year. 
The workability of the OPA Smaller 
War Plants Corp. was viewed with 
skepticism. OPA was accused of fail- 
ing to gear its operations to the war 
tempo. 

With the hope of getting the lum- 
ber industry’s bid for attention in 
early, a telegram in the form of a 
resolution was sent to the new Office 
of War Mobilization, of which James 
C. Byrnes is chairman, in which it 
was strongly suggested that OWM 
promptly take steps for the coordina- 
tion of the various agencies dealing 
with the problems of the lumber and 
other forest products industries. 

The fundamental objective of TECO 
is to improve and extend the markets 


and uses of lumber and timber prod- 
ucts, said Dr. Wilson Compton, presi- 
dent of Timber Engineering Co, 
Washington, D. C., a subsidiary of the 
National Lumber Manufacturers’ As- 
sociation. TECO was organized ten 
years ago and has demonstrated its 
value during that time. However, 
Dr. Compton warned that unless it is 
definitely understood that the objec- 
tive of TECO is not to sell connec- 
tors or engineering services, or to col- 
lect royalties, but is to improve and 
extend the markets and uses of lum- 
ber and timber products, it will be- 
come an industry issue instead of an 
industry asset. 

Harry G. Uhl, manager of TECO, 
Richard G. Kimbell, chief engineer, 
and James Carr, design engineer, em- 
phasized and reviewed the part of 
TECO connectors in war construction, 
which went forward with record- 
breaking speed and which would not 
have been possible without these con- 
nectors. Future plans were also dis- 
cussed. 

At the Lumber Standards Commit- 
tee meeting on June 2 and 3, a group 
of technical men started action to- 
ward standards for laminated con- 
struction, a report of which appears 
on page 44 of this issue. C. D. Dos- 
ker, Louisville, Ky., was named chair- 
man of the group. 





PAINT PROTECTS AMERICA 





Here are two attractive, paint-selling displays used by dealers handling 


Dupont enamel and house paint. 


Both displays are eye-catchers. 


The one for 


house paint is lithographed in seven colors and the “before and after” effect 
of Duco, lithographed in full color, presents a story familiar to practically 


every housewife. 
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@ liquid-cooled Allison airplane engines are extremely valuable to the war effort. 
That's why they're protected from both weather and damage by re-usable Douglas 
fir Plywood boxes constructed by Indianapolis Wire Bound Box Company. 


hirplane engines arrive SAFE 


..e.when shipped in crates built of 
Douglas Fir Plywood! 


‘sturdy plywood 
ne crate is easily 
é) apart after use for space- 
ng shipment back to foctory. 


Built by The Wei- 
man Co., Rock- 
ford, Illinois. 


Millions of square feet of Douglas Fir Plywood are being 
sed to crate engines and other aircraft parts, because this 
iracle Wood offers more protection, reduces weight, saves 
pace and gives numerous re-uses. New types of Douglas Fir 
lywood crates and boxes are being developed — based on 
lywood's scientific advantages. After Victory, the results of 
his wartime crating work will be available to you — another 


TO HELP SPEED 


VICTORY 
the Douglas Fir 
Plywood Industry 
is devoting its en- 
tire capacity to 
war production. 
We know this pro- 
gram has your 
approval. 


4 for Free War Use Folder 


val Photographs of scores of 
“ses show some of the ways 
vt expect Douglas Fir Ply- 
» © serve you after Victory. 
- for free copy. Douglas Fir 
"ood Assn., Tacoma, Wash. 


link in the steadily lengthening 
chain of technical data that will 
enable post-war Douglas Fir Ply- 
wood fo serve you befter and in 
more ways than ever before. 


DOUGLAS FIR 
PLYWOOD 


* 
Peak Limber 
MADE LARGER, LIGHTER 


SPLIT - PROOF 
STRONGER 
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Inventory Dollars WORKING 


While stocks are waiting to be used 


War needs, requiring unprecedented production and 
distribution of lumber products, have brought new 
and bigger financial problems. Douglas-Guardian 
Service has helped to provide needed money quickly 


by making loans possible on inventory of logs, lumber, 
plywood, ete. 


Aids Inventory Control, Too 


Douglas-Guardian’s close supervision of In- 
ventory avoids loss and waste of lumber 
products vitally needed for the war effort. 
Clients have told us that our service is worth 
all it costs for inventory control alone, addi- 
tional to its usual primary object, that of 
creating collateral for loan purposes. 








FREE: Write for pamphlet “How to 
Solve a Difficult Financial Problem”. Com- 
pares two financial statements “Before” and 
“After” Douglas-Guardian Service. Very in- 
teresting and informative. 


Douglas- FA Guardian 
Warehouse Corporation 


Nation-Wide Field Warehousing Service 


CHICAGO—Suite 1103, 106 W. Monroe St., Chicago 
NEW ORLEANS—118 N. Front St., New Orleans, La. 


Atlanta, Ga. Memphis, Tenn. San Francisco, Cal. 
Cleveland, O. New York, N. Y. Springfield, Mass. 
Dallas, Tex. Philadelphia, Pa. Springfield, Mo. 
Easton, Md. Portland, Ore. Tampa, Fla. 

Los Angeles, Cal. Rochester, N. Y 
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Peacetime Markets Primary 


Topic at Plywood Annual 


Manufacturers of Douglas fir ply- 
wood, whose twenty-nine factories 
long have been at top production for 
war needs, concerned themselves pri- 
marily with future peacetime markets 
when they held their annual industry 
convention in Tacoma, Wash., May 25. 

“The plywood operators must pre- 
pare now to get back in the consumer 
market coincident with the cessation 
of military orders,’ W. E. Difford of 
Tacoma, managing director of Doug- 
las Fir Plywood Association, told the 
manufacturers. He followed with a 
preview of the program already pre- 
pared by the trade association for 
expanded plywood promotion to be- 
come effective with victory. That 
program, he explained, is directed to- 
ward getting plywood back on the 
shelves of lumber dealers and distrib- 
utors with the greatest speed. 

The manager of the plywood indus- 
try’s research and promotional or- 
ganization also urged the individual 
operators to gear their planning to 
future markets. “Your entire output 
today is for government needs; the 
industry will have to make the most 
abrupt change in its history with the 
termination of the war,” he warned. 
He recommended establishment of 
committees to study tomorrow’s pro- 
duction and sales needs so the plywood 
men can “solve our own problems,” 
but suggested that the association 
president make the appointments at a 
subsequent date. 

N. O. Cruver, vice president of 
Wheeler Osgood Sales Corp., Tacoma, 
was named president for a_ second 
term. Other officers re-elected include: 
Frost Snyder, president of Vancouver 
(Wash.) Plywood & Veneer Co., vice 
president; J. P. Simpson, vice presi- 
dent of Buffelen Lumber & Manufac- 
turing Co., Tacoma, treasurer; H. E. 
Tenzler, president Northwest Door 
Co., Tacoma, secretary. 

Trustees of the all-industry board 
are: T. B. Malarkey, vice president of 
M & M Wood Working Co., Portland, 
Ore.; Clay Brown, manager of ply- 
wood division of Smith Wood-Prod- 
ucts, Inc., Portland; J. R. Robinson, 
president of Robinson Manufacturing 
Co., Everett, Wash., and E. W. Dan- 
iels, president of Harbor Plywood 
Corp., Hoquiam, Wash. Mr. Daniels 
was association president for two 
years prior to Mr. Cruver’s election a 
year ago and has headed the trade 
group’s management committee for 
the past five years. 

“Prior to a year and a half ago, the 
management committee concerned it- 
self with development of markets for 
plywood and improved performance 
of the product,” Managing Director 
Daniels told the assembled plywood 
producers. “Now its duties include 
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furnishing complete data on the in- 
dustry to the War Production Board.” 

The annual meeting of the plywood 
producers, which in previous years 
was staged as a _ several-day sales 
clinic, this year was pared te an ap- 
praisal of plywood’s war duties and 
future marketing and production prob- 
lems. A recapitulation of accomplish- 
ments of the industry during 1942 
was presented in a printed leaflet dis- 
tributed early in the meeting. Man- 
aging Director Difford, in reporting 
to the industry, merely expanded 
certain phases of the report. 

He commented on the drastic 
changes in the promotion of plywood 
to fit the campaign into the war econ- 
omy. He recalled that advertising 
for the past year has served as a 
presentation of how the military 
forces and war goods manufacturers 
are utilizing the panels for maximum 
efficiency. A seeond promotional theme 
—designed to have long term results 
—is that of explaining the research 
activities now greatly expanded not 
only to develop an improved product 
but to answer questions posed by the 
military looking to the panels to do 
more and more different jobs. 

“One of the great benefits of get- 
ting our industry in the war tempo,” 


WR POSTWAR FIANS sg 
JOULD BE LINDER WAY Sats 
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Top: N. O. Cruver (right), vice president 
of Wheeler Osgood Sales Corp., Tacoma, 
Wash., and re-elected president of Douglas 
Fir Plywood Association, gets a report of 
association activities from W. E. Difford 
(left), managing director of the trade group. 
Below: Re-elected to head the Douglas Fir 
Plywood Association are, left to right: J. P. 
Simpson, treasurer; N. O. Cruver, president; 
Frost Snyder, vice president; Herman Ten- 
zler, secretary. 


Re-elected trustees of Douglas Fir Plywood 
Association (left to right) E. W. Daniels, 
Hoquiam, Wash.; J. R. Robinson, Everett 
Wash.; T. B. Malarkey, Portland, Ore.; Clay 
Brown, Portland, Ore. Mr. Daniels also 
heads the industry management committee. 


Mr. Difford remarked, “is that we 
have learned more about our own 
business. Partially as a result of this, 
plywood will be a better material in 
the future and the manufacturers may 
process it further.” 

The report shows that the field rep- 
resentatives of the association have 
spent their energies, not in promoting 
the material, but in showing new ply- 
wood users—the military and war in- 
dustries—how best to capitalize on 
the inherent properties of the mate- 
rial. And much valuable technical 
information has been supplied these 
users in literature recently made avail- 
able, the most notable booklet being 
“Technical Data on Plywood,” edited 
by N. S. Perkins of Tacoma, technical 
director for the plywood association. 


Open Drive to Set Laminated 
Lumber Standards 


Significant in its forward looking 
aspects was a meeting of lumber 
manufacturers, laminators, fabrica- 
tors, plywood manufacturers and glue 
manufacturers held in connection 
with a National Lumber Manufactur- 
ers Association conference in Chicago, 
June 2 and 3. The purpose of the 
special meeting was the laying of the 
groundwork of the establishment of 
basic standards for glued laminated 
lumber products, and inspection and 
certification requirements for these 
products. 

The scope of the companies and in- 
dustries represented indicated that all 
those who have a direct interest in 
the problem will be adequately repre- 
sented. Cooperation will also be sought 
from architects, engineers, the Forest 
Products Laboratory and consumers 
in regard to the establishment of 
these rules. 

The action of the group assembled 
June 3 was to adopt a resolution ret 
ommending that the Board of Diret- 
tors of the National Lumber Manu- 
facturers Assn. authorize and establish 
the appropriate machinery to develop 
the necessary basic standards for 
glued, laminated lumber products, 
and proposing to continue its work 
as a group toward making progress 
to this end. There was also a smal 
working committee with a single 
representative of each interested I 
dustry appointed to carry on the work 
in the interim until another gathering 
of the entire group is called. 
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A MINE SHAFT carries a lot of traffic. Through it travel the 


manhoist, skips and counterweights, plus ping Sie rk ae 
the manway and ventilating shaft. Construction setae ss “an 
sturdy and dependable, in the face of conditions thé > un 


usually severe—a lot of.moisture is present, and say: 


may carry fungus-forniing spores. 


idely used 
WOLMANIZED LUMBER* has been wi _ 
construction as shaft timbers, planking and g : 
head frames, and as ties. The fact that it = : 
these adverse conditions,. explains wh ys 
Wolmanized Lumber make such interesting 4 


PROLONGED LIFE of this treated wood greatl 
required for maintenance. Thus, the millions 
ad throughout industry gene’ 


“John Uay’ Ponderosa Pine 


SX PONDEROSA PINE since 1889 <22: 


We are furnishin g 


PINE and FIR 


for the Army, Navy and other Government 
uses—and giving best possible service to regu- 
lar customers on orders carrying ratings un- 
der M-208 and L-218. Sales of our famous 
“John Day” Pine are handled at our Baker, 
Ore., office. Our “Mount Hood” Douglas Fir 
is sold through our Dee, Ore., office. We have 
been satisfying customers for 54 years. 


Member Ponderosa Member Western 
Pine Woodwork Pine Assn. 
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Talking to men who say 


“We can’t use wood there’ _ 


Advertisements like this one reproduced here are 
selling the idea that wood construction can also be 
long-lived construction. As evidence, we're telling 
how different industries are employing Wolmanized 
Lumber* to their advantage. 


You'll find it to your advantage to tell this same 
story to your customers. Wolmanized Lumber, the 
vacuum-pressure impregnated wood with the prov- 
ed durability record, should be included in their 
postwar planning. American Lumber & Treating 
Company, 1646 McCormick Building, Chicago, Ill. 


*Registered Trade mark 


< Advertisements like this appear in Business Week, 
American Builder & Building Age, Architectural 
Forum, Civil Engineering, Engineering News Record. 


1loyedl "FOR ENDURANCE 


WOLMANIZED LUMBE 
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CREO-DIPT 


Shingle Stain 


for new and old wood Shingle roofs 
and sidewalls 


also 


CREO-DIPT 
DOUBLE STRENGTH WHITE 


the whitest white made especially 
for wood shingles 


BOTH ARE GOOD PROFIT ITEMS 








Ask Us For Full Information 


CREO-DIPT CO., Inc. 


General Offices; No. Tonawanda, N. Y. 
Factories: No. Tonawanda, N. Y. -- 


Seattle, Wash. 














Arthur Clifford 
States The Case 


The Honorable Francis J. Maloney 
Senate Office Building 
Washington, D. C. 


My dear Senator: 


Our mutual friend, J. Francis Smith of Waterbury, ap- 
preciates beyond measure, your interest in the subject of 
O.P.A. ceiling prices on so-called “direct mill sales.” We 
believe that you can really accomplish something to elimi- 
nate the rank injustice of this particular set-up, by being 
able to present the real facts to Administrator Prentiss 
Brown, who seems bent on endeavoring to be fair. 

Mr. Brown’s recent letter to you, regarding “direct mill 
sales,” as a result of my communication to you on that 
subject, indicates that his advisors are not informed on 
the subject and/or presumably do not want to recognize 
facts as they exist. 

Mr. Brown states that we, as a company, should not ex- 
pect to sell “retail” to a concern buying in carload lots. 

The answer to that is, that dealers do not sell at retail 
in quantities to anyone. When buying car, or part car quan- 
tities, customers purchase at prices in relation to said 
quantities, kind of material, labor and equipment involved 
in handling, unloading and delivery, plus other vital factors. 

The word “retail” lumber yard may be misunderstood 
by laymen. A representative yard sells in quantities justi- 
fying quantity prices, as well as at retail to the general 
home owner consuming public. It is common practice in 
the building material business to give lower than retail 
prices to small jobbing contractors. Large scale contractor 
builders, and industrial buyers definitely get prices far 
below the “retail” scale. 

We are located in an industrial area, but even in com- 
munities where there may be but one small lumber yard, 
and one manufacturing concern in the town, the yard in- 
variably sells at “wholesale” in such cases. 

Bear in mind, Senator, that a “direct mill sale” so-called, 
has to be invoiced to the customer of the lumber yard at 
exactly the price paid by said yard to the lumber mill 
manufacturing the lumber, plus only the exact cost of 
the freight, plus only the exact actual cost of delivery of 
that lumber or plywood, etc., to the customer. 

Example: , 


$1500.00 Cost of lumber to lumber dealer 
300.00 Actual freight charge to lumber dealer 
26.00 Actual delivery cost to lumber dealer from 
freight car to customer 


$1826.00 Actual cost to lumber dealer 
$1826.00 Actual sale price to lumber dealer’s customer 


The above could represent a full car containing 25,000 
board-feet of lumber, but it is important to note that the 
same pricing formula applies whether it was.a full car 
order, or only a 500 foot order. 

It is the regular practice of the industry, to have an 
accumulation of orders for which the dealer’s customers 
might not be in too great a rush for delivery. These would 
be placed with the mill. There might well be some material 
included for the lumber dealer to place in his own inven- 
tory for stock. When a car of lumber or plywood arrives 
from the producer’s mill, it might be material all for one 
customer as noted, or there might be some in the car to 
fill orders for several customers—but, in no case could the 
dealer charge one penny more to his customers than as out- 
lined in the example above. 

Now let us analyze the “excuse” the O.P.A. gives for this 
pricing formula. Their one and only excuse is, that the 
yards are wholesalers in such cases, and as such, are 
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given a commission of 8 per cent by the mill. Even if this 
were true, it would not compensate today for the cost of 
handling; but more on the cost of handling later. 

We will dwell for a moment on the 8 per cent the mill 
is “supposed” to give the local lumber yard. In the first 
place, hundreds of yards buy direct from the producing 
lumber mills, regardless of whether they still are classed 
as “direct mill sales” inasmuch as the lumber or plywood 
is sold to the lumber dealer’s customer without having 
been an integral part of the local dealer’s inventory. 

Two questions must now be asked: 

1. Where would the 8 per cent come in to those dealers 
who buy from a legitimate wholesaler? 

2. Do the dealers who buy direct from the mills get the 
8 per cent commission ? 

The answer to (1) is: “There is no commission paid by 
wholesalers to local lumber dealers.” How could there be? 

The answer to (2) is: “Only a relatively few very far 
sighted producing mills today pay an 8 per cent commis- 
sion.” 

Why? 

The answer is because the Government, through its Pro- 
curement Agents, buy all the lumber and plywood they 
can get, and pay full ceiling prices, plus, in many cases, 
going without taking the regular cash discount. 

With a shortage of more than six billion feet of soft- 
wood lumber over what can possibly be produced this year, 
does anyone expect a mill to give away 8 per cent, plus 2 
per cent cash discount, when they can get it from Uncle 
Sam’s own unethical buying agents and sell every stick 
they can lay their hands on? 

These buying agents are spending the money of We, 
the People, to the tune of 8 per cent plus—? They should 
demand that 8 per cent. 

They will say they are doing it for the war effort. But, 
Senator, do we not know that practically all lumber sold 
is for the war effort, regardless of whether it is sold direct 
to the Government or through a local yard who furnishes 
industry with its requirements. Local yards all over this 
nation are keeping the war effort at high peaks of effi- 
ciency 

Without lumber furnished by local lumber dealers, this 
war effort of these United States would come to practically 
a dead stop. I challenge any O.P.A. official, or any Pro- 
curement official to refute this statement. 

Why is lumber distribution through the local dealer, 
particularly those in the industrial areas, so vital? 

The answer is simple. 

The local lumber dealer knows where he should be able 
to get lumber. He has been procuring it for a lifetime. 

Can the average purchasing agent for industry go out 
and get lumber from mills and have it on hand for a multi- 
plicity of uses in a multiplicity of kinds and sizes when his 
factory needs it? 

“NO.” 


Do the mills want untold thousands of purchasing agents 
bothering them and adding to their woes? 

“NO.” 

Does industry want their purchasing agents to be sad- 
dled with this added huge task? 

“NO.” 

Can the lumber dealer do it better? 

“Tes.” 

To further the war effort should the local lumber dealer 
be allowed to stay in business? 

vac) il + Mag 

Should the local lumber dealer be given subsidies to pel 
mit him to stay in business to serve? 

“NO.” 

Then how should he be handled if he is to stay in business 
to serve? 

He should be allowed to function in the normal way, and 
the O.P.A. must be shown that they (the O.P.A.) are VIO 
lating the law as enacted by the Congress of these United 
States, when they handle a price structure as they now 
handle “direct mill sales.” Please note that the “normal 
way does not mean “business as usual,” but it does mean 
that lumber dealers should not be forced to change thel! 
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The reconditioning of windows and storm 
sash has always been a problem with mill- 
work. In most cases the fault lies in the 
selection of the proper type of glazing mate- 
rial. Arm-Glaze was developed to lick this 
problem and it has. Used by sash and door 
men for over two years, there has never been 
a complaint on Arm-Glaze. Its easy applica- 
- sold tion and distinctive bluish gray color has 
lirect earned it the name of “blue putty” through- 
ishes ; F—SS:.. . out the trade. 

this \ aa WN i Arm-Glaze is made by a secret Armstrong 
 effi- Ne : ‘ formula for the wood sash industry. It has 
a practical set which permits normal han- 
dling of sash without danger of marring. 
Arm-Glaze does not become rock hard. The 
expansion and contraction of the wood is 
absorbed by its elastic qualities. Demand 
ARM-GLAZE on the sash you buy. It will not 
only save reconditioning cost and labor but 
will help you build prestige and good will. 
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ways of doing business to the point of being “forced” by 
O.P.A. regulations to lose money heavily on every direct 
mill sale for the privilege of serving. 

Now to get back to the cost of handling a sale. Let 
us suppose under the most favorable of circumstances, that 
an order is practically placed in the local dealer’s lap by 
a purchasing agent for a war industry. 

The big job is to locate the lumber or plywood. With the 
six billion foot lumber shortage, and the plywood mills so 
far oversold that it is about as easy to get gold out of 
Kentucky as to get a shipment of plywood, even with an 
AA-1 priority, it does not take a fertile brain long to real- 
ize the problem the local lumber dealer has to locate the 
material for Mr. Purchasing Agent. The lumber dealer 
telephones; he writes; he places orders; he cancels them 
after having been promised delivery; he places orders with 
another; he sends expediters into the field to locate lumber. 
Some lumber dealers today even buy green lumber and 
stack it up to dry in order to be able to sell it at a loss 
under price ceilings, to serve the war effort and this nation. 

Why is he allowed to be treated as he is by such rulings 
and regulations as exist for direct mill sales? 


It would seem that it is (and does seem to untold hun- 
dreds of lumber dealers) because of one of two things: (a) 
Those in charge of the lumber branch of the O.P.A. do 
not know the facts—in other words, are not well versed in 
the business they are charged with regulating, or (b) There 
is a desire on the part of someone, somewhere, to sabotage 
the war effort by preventing lumber yards from serving 
industry as they could be served. 


If the local lumber yard is forced out of the picture by 


. . SUB-HEAD TOPICS 


having fair profits denied him, then it is because someone 
wants them out of the picture. 

The Lumber Branch of the O.P.A. has done much to block 
production by their price regulations. 

This can readily be ascertained: Ask the War Produe- 
tion Board why they have men in the field now trying to 
get more production of logs in New England and else. 
where. Ask them what the biggest stumbling block is— 
They will tell you price ceilings and manpower and will 
say that if price ceilings are adjusted that the manpower 
will take care of itself. 

We believe, Senator Maloney, that when you and A¢d- 
ministrator Prentiss Brown know the facts—and when 
you get the facts in the field, and not from the adminis- 
trators of the Lumber Price regulations, that you will 
readily understand, and get these injustices straightened 
out immediately. 

It is good to be able to say that in all the hundreds of 
lumber yard dealers it has been my pleasure to contact 
and associate with, not one believes but what there should 
be price control and that it should affect lumber and build- 
ing material, but that it should be a just control as pro- 
vided by the Act. 

Finally, the regulation MPR 215 should be applicable to 
a regular old line Distribution Yard as it is known and 
understood in the trade—a distribution yard is set up to 
act as a wholesale yard to supply lumber dealers primarily. 
It is ridiculous to term any yard selling as little as one 
stick of lumber to another yard, a Distribution Yard. 

ARTHUR CLIFFORD, 
The A. W. Burritt Co. Vice-President. 
Bridgeport, Conn. 


and the river drive. 
Gillies Brothers, Ltd., now entering 
their second century of lumber opera- 





tions, hope that the records of the 
present days, read in another age, 


"A Hundred Years A-Fellin'” 


This new book published by Gillies 
Brothers, Ltd., Braeside, Ontario, is 
an interesting, historical record of 
one hundred years of lumber opera- 
tions in the Ottawa Valley. Rather 
than a commemoration of the com- 
pany’s part in the development of the 
lumber industry, it has been written 


to create a permanent record of 
many of the phases and people of a 
day that is rapidly passing. It tells 
of the struggles and sacrifice, the en- 
durance and faith of the early set- 
tlers of Ottawa Valley, and gives due 
credit to all workers from the adven- 
turers who went far inland to fell 
trees to the millhands who handled 
the finished product. 

To the lumberman who can remem- 
ber “way back when”, Part II of “A 
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Hundred Years A-Fellin’”’ will doubt- 
less recall many familiar scenes—the 
advance gang who followed the 
blazed trail of the cruisers to build 
the camp, and the stables for horses 
or oxen, from trees felled on the spot; 
the shanty with its huge fireplace— 
the home-hearth for the tired men; 
and the long rows of bunks into 
which they tumbled, clothed and in 
their blankets, to await another day- 
break; the actual felling of the trees 
and loading them on sleighs to be 
hauled to the main road and piled 
up for the days of the spring thaw 





may reflect the same triumph of faith 
and determination as do the records 
of the previous century. 


Organize Heating Industry 
Institute 


Plans for the formation of an in- 
dustry-wide cooperative educational 
program known as the “Indoor Cli- 
mate Institute” designed to acquaint 
the American public with the best 
equipment and methods for producing 
indoor comfort in the postwar homes 


Organization activities of the Indoor Climate Institute are being directed by members 
of the Steering Committee shown above: .(front row left to right) P. B. Zimmermen 
Airtemp Div. Chrysler Corp., Chairman; C. T. Burg, Iron Fireman Mfg. Co.; W. J. Grovel 
Surface Combustion Corp.; J. M. McClintock, Illinois Iron and Bolt Co.; A. T Atvel 
Quaker Mfg. Corp.; (back row left to right) C. E. Lewis, Delco Appliance Corp.; L.N. 
Hunter, National Radiator Co.; C. D. Lyford, Minneapolis-Honeywell; J. R. Scott, Mueller 
Furnace Corp.; and W. H. Knowlton, Secretary. 
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of tomorrow, were disclosed recently 
by Paul B. Zimmerman, vice-presi- 
dent, Airtemp' Division, Chrysler 
Corp., speaking before the National 
Warm Air Heating and Air Condi- 
tioning Assn. The Indoor Climate 
Institute program, which has been 
under consideration by a_ steering 
committee representing all divisions 
of the heating industry for several 
months, will be presented to other 
leading trade associations at the 








































Ad. @earliest meetings of these groups. 
when The program will be educational! 
jinis- and promotional in nature, and will 

wil] not supersede any of the operating 
rened functions of the various trade asso- 

dations in the heating and air con- 
ds of @iitioning industry. 

ntact The Indoor Climate Institute will be 
hould 2 non-profit corporation governed by 
yuild. @ representatives of all types of heating 
pro. Meduipment associations. It will be 

supported by contributions from heat- 
ble to Ming and air conditioning equipment 
1 and @manufacturers. Local organizations 
up to will be in key cities throughout the 
arily, @country, supported by fuel interests, 
s one @lealers, contractors, etc. 
1. The program is aimed at promoting 
). modern heating and air conditioning 
ont. equipment as such. It hopes to ac- 
complish what was realized by the 
lighting industry in their “Better 
light . . . Better Sight” campaign 
where they established the “I.E.S.” 
label for lamps of any manufacture 
which met certain high standards. 
tering To this end the Indoor Climate In- 
opera- Bstitute expects to issue identification 
of the Bseals to manufacturers of equipment 
ry age; which meet the association’s stand- 
f faith ads, and to dealers and contractors 
‘ecords Hivho handle installation work in ac- 
cordance with the best established 
leal practice. 
It will also be the function of the 
leal bureaus to provide consulting 
; service for home owners, dealers, etc., 
an Ml Band they will check plans when sub- 
ational nitted to see that they meet best 
or Cli known practice methods. 
equaint 
ie bes! BConcentration Yards Bring 
ce Small Mill's Production Into 





War Effort 


Inauguration of a broad co-operative 

jtogram to attack America’s critical 
limber shortage by gearing more than 
100 small local sawmills in Colorado 
aid New Mexico into production for 
War was announced this week by 
Thmas W. Schomburg, regional War 
Production Board lumber adviser at 
Denver, Colo. The unique program 
tinges on six “concentration yards” in 
Denver, Fort Collins, Grand Junction, 
Colo, and Las Vegas, N. M. 
Into these yards will move the rela- 
Wely small individual production from 
Nore than 100 small sawmills produc- 
Ng native lumber. Concentration of 
ill production from each of these small 
uills will result in supplies of lumber 
‘ficient to fill major war orders. 

Schomburg said plans call for rapid 
tension of the “concentration yard” 
togram, first of its kind since war 
‘gan, to lumber yards and small saw- 
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mills elsewhere in Colorado and New _ service and WMC are co-operating in 
Mexico, and to areas of Montana and_ the program in locating log cutters 
Utah. and mill men for the small mills. 
Objectives of the program are to The program calls for issuance of 
keep in production small mills employ- high priorities to the concentration 
ing as few as three men and to chan- yards. These yards will sell to essen- 
nel that production directly into war tial users manufacturing such war 
uses. items as ammunition boxes, crates and 
Two concentration yards now have containers for agricultural products. 
been established in Denver, two in The lumber also will be available for 
Grand Junction and one each in Fort’ essential housing and farm and mine 
Collins and Las Vegas, Mr. Schom- use. 
burg said. These yards, privately op- Any small sawmill operator who 
erated and financed, are entering into wishes to join in the program is in- 
contracts with small sawmills to take vited to communicate with T. W. 
their production into the yards for Schomburg at the Denver, Colo.,, re- 
curing and refinishing. The forest gional WPB offce. 
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@ EASY TO APPLY 
@ FAST DRYING 
@ MOISTURE PROOF 


~ AND WATERPROOF 
r\ | @ NEITHER CRACKS NOR PEELS! 


— Carbozite Wood Crate coating is a specially de- 
veloped and externally used coating for moisture- 
proofing and waterproofing wood crates and boxes. 

= Carbozite Wood Crate and Box Coating is ideal for 
coating “green” or unseasoned wood as it seals-in 
natural moisture and prevents drying out, shrinkage 
and warpage. Can be sprayed with a high pressure 
gun and will dry to touch within approximately 

? 30 minutes. 


\\. CARBOZITE SEALING MASTIC 


» % Applied by trowel or pressure gun, creates a perfect 
seal and prevents moisture entrance where cracks 
and other irregularities occur in box construction. 
Remains pliable indefinitely and permits easy removal 
of cover or other parts of box. Forms a quick bond 
to Carbozite Wood Crate and Box Coating to form a 
complete effective seal. 









CARBOZITE CORPORATION 


FIRST NATIONAL BANK BLDG., PITTSBURGH, PA. 


Manufacturers of Maintenance and Preservative Coatings including Carbozite Primer 
Black, Standard Black, Carbozite Olive Drab, Metalead, Red Oxide Coatings, Etc. 
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e ¢ + ASSOCIATIONS & CLUBS 


New England Producers Meet 


At the regular spring meeting of 
the New England Lumbermen’s Asso- 
ciation held at the Hotel Carpenter, 
Manchester, N. H., May 27, it was 
shown that mill yard inventories of 
unsold lots now in the hands of pro- 
ducers had dropped almost to the 
vanishing point, due, on the one hand, 
to the scarcity of and incompetence 
of available labor at steadily increas- 
ing wages, to push production costs 
to a level that is all out of line with 
maximum price ceilings recently 
ordered by OPA. 

There were morning and afternoon 
sessions, with President Valentine E. 
Mathes of Dover in the chair. Com- 
ment by leading manufacturers in 
New Hampshire and Massachusetts 
made it clear that Government re- 
quirements in this section of the coun- 
try were far in excess of current 
production, particularly for crating 
and box lumber. This situation was 
confirmed by a group of Government 
officials representing OPA and WPB. 

Roger W. Gilbert of Boston, chief 
executive of the lumber section of 
OPA in New England, made an earn- 
est appeal to the lumber operators to 
cut every foot of lumber possible for 
current war orders, regardless of per- 
sonal and economic problems, for 
unless it comes in full volume the 
supply of this essential material will 
seriously handicap the war program 
because it is needed today as critically 
as is ammunition. 

Other speakers from the war bu- 
reaus included John Keller of the lum- 
ber price division of OPA at Boston; 
Frank Hall of Boston, regional loan 
agent for the Smaller War Plants 
Corp.; Joseph Pike of Laconia, New 
Hampshire lumber advisor to the 
WPB, and Granville B. Fuller well- 
known recail dealer at Brighton, 
Mass., now serving as Massachusetts 
lumber advisor to the WPB, who 
recently returned from similar service 
in the State of Oregon. 

Following luncheon these speakers 
entered into a round-table discussion 
of ways and means for meeting the 
present crisis in lumber supplies at 
the war plants in New England. 


Redwood Logging Conference 


The seventh annual Redwood Log- 
ging Conference held at Eureka, Calif., 
May 28 and 29 was well attended and 
followed the pattern of streamlined 
war conferences so popular in current 
industrial group meetings. Sponsored 
by the California Redwood Associa- 
tion, the central theme of the meeting 
was “Production Bottlenecks.” 

The traditional field trip, May 28, 
was to the logging operations on Sal- 
mon Creek, near Fortuna, of Holmes 


Eureka Lumber Co.; Salmon Creek 
(Lundblade) Redwood Co., and C. F. 
Jackman, trucking contractor. Obser- 
vations covered logging, loading, 
trucking operations, dry storage of 
logs, and centralized peeling. At 
Fortuna, a forest ranger demonstrated 
his fire truck equipment by extin- 
guishing a fire set for the purpose. 

At the annual Redwood Logger’s 
Dinner, E. H. Eddy, vice president, 
Mitchell, Dorr Realty Co., Duluth, 
Minn., described early-day eastern 
logging camps and urged western 
lumbermen to give serious considera- 
tion to preparing for future second 
growth. 

During the indoor session, May 29, 
interest and participation in the dis- 
cussions was sustained and more ac- 
tive than in previous years. At con- 
clusion of the session, officials were 
gratified to hear attendants say that 
they got specific and new ideas for 
consideration and adoption. 

In discussion of the general topic 
of “planning”, it was evident from the 
comments that planning assumes 
greater importance as readily acces- 
sible timber is depleted and that con- 
sideration must be given to methods 
designed to lengthen the life of exist- 
ing old-growth stands. The problems 
of peeling are still rated the “No. 1 
Headache.” Discussion revealed much 
progress had been made toward solu- 
tions, mainly in the direction of 
centralized peeling, and more interest 
in devising new tools or methods for 
actual bark peeling and toward utiliza- 
tion. 

Other topics of discussion were: log 
storage, double drums, new legislation, 
fire protection, and trucking restric- 
tions. 

Plan and direction of the conference 
was under the supervision of Prof. 
Emanuel Fritz, consulting forester of 
the California Redwood Association. 


Lake States Producers Confer 
on Production Problems 


The Northern Hemlock & Hardwood 
Manufacturers’ Association met in 
open meeting with representatives 
from various government agencies at 
the Pfister Hotel, Milwaukee, Wis., 
on May 27. The conference was to 
show the need for correlation of the 
activities of the several government 
boards and agencies as they affect the 
operators in regional production prob- 
lems. 

The association recommended to 
these Federal agencies a program de- 
signed to maintain and stimulate the 
production of forest products. The 
resolution adopted by the association 
board of directors was presented by 
George N. Harder, general manager, 
I. Stephenson Co., Wells, Mich., and 


his address paved the way for the 
general discussion which followed. 

John M. Bush, land agent, Cleve- 
land-Cliffs Iron Co., Negaunee, Mich. 
and Walter Gorman, Lake Superior 
Lumber Corp., Ontonagon, Mich,, 
spoke on logging price contracts and 
ceiling prices applying to logging and 
sawmill operations. Food as related 
to production was discussed by James 
Goodman, Goodman Lumber (Co, 
Goodman, Wis., while Abbott Fox, 
Von Platen-Fox Co., Iron Mountain, 
Mich., summarized the wage and hour 
problem, and Herman Johannes, gen- 
eral manager, Rib Lake Lumber Co,, 
Rib Lake, Wis., covered the man- 
power problem. 

Harold E. Holman, Washington, 
D. C., chief of the Lumber Products 
Division of the War Production Board, 
told the attendants that lumber is one 
of the most necessary and important 
materials in the war effort, and 
stressed that WPB recognized and 
would do everything in its power to 
relieve the critical manpower short- 
age in the industry. To that end 
he held out hope that employment of 
war prisoners in the woods would be- 
come a fact after such factors as 
housing conditions and provisions for 
guarding the prisoners had _ been 
ironed out. 

J. H. Price, regional forester, U. S. 
Forest Service, Milwaukee, Wis. 
closed the meeting with a summari- 
zation of the topics discussed and 
expressed the opinion that the open 
discussion would insure closer co- 
operation and better understanding 
between the operators and the Federal 
government agencies. 


lowa District Meetings 

Approximately 1,000 Iowa dealers, 
including line yards independents, 
and farmers’ cooperatives, attended a 
series of district meetings sponsored 
by the Iowa Retail Lumbermen’s As- 
sociation in cooperation with the War 
Production Board, Priorities and Com- 
pliance divisions for the purpose of 
giving the Government men an 
opportunity to explain to the dealers 
the major laws and regulations affect- 
ing the industry. After each law and 
regulation was explained the meeting 
was thrown open to discussion and 
questions. 

W. H. Badeaux, secretary of the 
Iowa Retail Lumbermen’s Association, 
and hundreds of its members declared 
these meetings to be the most helpful, 
practical, and informative meetings 
the Iowa association has ever held. 

Additional and similar meetings 
will be held in the future. 


Annual Golf Tournament 

The Lumbermen’s Golf Association 
of Chicago, which claims to be the 
oldest trade golf association in the 
United States, will hold its thirty- 
seventh annual tournament at the Cal- 
umet Country Club on June 25, fol 
lowed by dinner. Joseph L. Strong; 
30 North La Salle Street, Chicago, 
secretary and treasurer of the ass 
ciation. 
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.. Current Government Regulations 





Allow Premium Prices on 
Some Western Pine 

Special premium prices above those 
set by MPR 94 are authorized for 
certain kinds of Western pine and 
associated species, when sold under 
certain conditions, by an amendment 
to MPR 94 which became effective 
May 31, 1943. The text of amend- 
ment makes the provisions relatively 
clear. It follows: 


1381.524 (a) For lumber produced by 
mills subject to War Production Board 





Limitation Order L-290, the maximum 


prices f. o. b. mill provided in this 
regulation may be increased by $3.00 


per MBM if all the following condi- 
tions are met. The lumber must be: 

(1) Ponderosa pine, Idaho white pine, 
sugar pine, or lodgepole pine lumber 
produced in California, Idaho, Mon- 
tana, Oregon, or Washington; or white 
fir, Western white spruce, or Engel- 
mann spruce lumber produced in Cali- 
fornia, Idaho, Montana, or in those 
parts of Oregon and Washington east 
of the crest of the Cascade Mountains. 
(A mill which has received special per- 
mission to price its lumber’ under 
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Maximum Price Regulation 94, as pro- 
vided in section 2 (b) of Revised 
Maximum Price Regulation 26, will be 
deemed to meet this condition.); 
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(2) In the following grades and 
sizes: 
Com- Dimen- 
mon Shop Box sion 
No. 1 All inch shop..... No. 1 No. 1 
No. 2 5/4 and thicker 
NG, UR + ates ace es No. 2 No. 2 
No. 3 5/4 and thicker 
NG Oe evo ora & Ba ora Rie eee 
TM aie oe eee a RN oe ence see 
Ms IR ocipiepimce es se skgres Gere tae wat ole <r ante 
(3) Released in compliance with 





Limitation Order L-290 to: 

(i) The United States, its agencies, 
allied governments and agencies there- 
of, and contractors and sub-contractors 
with such governments and agencies, 
all as defined in § 1381.508 (a) (1), or 
to 

(ii) A manufacturer of Western 
wooden agricultural containers subject 
to Revised Maximum Price Regulation 
186.2 

(b) In the case of lumber which 
meets conditions (1) and (2) above but 
does not meet condition (3), if any 
user or group of users of such lumber 
shall have received authorization from 
the War Production Board to purchase 
the lumber, the buyer may apply to 
the Lumber Branch of the Office of 
Price Administration at Washington, 
D. C. for permission to pay $3.00 per 
MBM in excess of the maximum prices 
f. o. b. mill established in this regu- 
lation. The application must be accom- 
panied by a certification in substan- 
tially the following form, manually 
endorsed by the purchaser: 

The sale and release of all restricted 
lumber covered by this purchase order 
(contract) has been authorized by the 
War Production Board (on Form PD- 
872) (by allocation made pursuant to 
paragraph (d) of Limitation Order 
L-290). I (we) certify that the prices 
of articles manufactured from, or de- 
veloped by processing of, such lumber 
by me (us) will not be increased, nor 
will I (we) apply directly or indirectly 
for authorization of any price increase 
based in any way on the price charged 
by the seller of such lumber under this 
purchase order (contract). 


The Lumber Branch may act upol 
the application by letter or telegram. 
If the application is approved, the 
buyer will furnish the seller with the 
original or a true copy of the Lumber 
Branch’s authorization, which shall be 
the seller’s authority to charge and 
receive the premium price. 

(c) For mills located in the area de- 
scribed in paragraph (a) (1) above but 
not subject to Limitation Order L-290, 
the maximum prices f. o. b. mill pro- 
vided in this regulation may be in- 
creased by $3.00 per MBM regardless 
of species, grade, or size: Provided, 
The purchaser (other than a purchaser 
described in paragraph (a) (3) (i) 
(ii) above) manually endorses on the 
purchase order or contract a certifica- 
tion in substantially the following 
form: 


I (we) certify that the prices of artl- 
cles manufactured from, or developed 
by processing of, the lumber covered 
by this purchase order (contract) by 
me (us) will not be increased, nor will 
I (we) apply directly or indirectly for 
authorization of any price increast 
based in any way on the price charged 
by the seller of such lumber under this 
purchase order (contract). . 

On sales to purchasers covered PY 
paragraph (a) (3) (i) or (ii), no cer- 
tification is required. 

(d) Termination. This § 1381.5% 
shall be effective only for so long ® 
Limitation Order L-290 as issued MA! 


(Continued on page 71) 
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Information contained in this department comes directly from American Lumber- 
man representatives located in these cities. 


Baltimore, Md.; Buffalo, N. Y.: Cincinnati, Ohio; New York City: Philadelphia, Pa.; Norfolk, Va.; 


Shreveport, La.; Memphig, Tenn.; New Orleans, La.; Jacksonville, Fla.; 


ham, Ala.: Kansas City, Mo.; St. Lo 


General Review 

While the latest quarterly report 
to the Commerce Department by a 
special lumber survey committee dis- 
closes a sharp drop of 14 percent in 
lumber production for the first quarter 
of 1943 and of 13 percent from the 
corresponding quarter of 1942, cur- 
rent advices from the West Coast in- 
dicate that the production tide in that 
section at least has turned sharply up- 
ward through April and May. The 
four weeks record for April was 164,- 
497,000 board feet which was 108.3 
percent of the 1939-1942 average, 
against 83.3 percent in February, and 
98.4 percent in March. This upward 
trend has been achieved by the ex- 
pansion of the work week from 40 to 
48 hours rather than by any appre- 
ciable increase in the number of 
workers in the woods or mill crews. 

Production in the first 17 weeks of 
1943 of 2,334,724,000 feet amounted 
toa drop of approximately 685,148,000 
feet at the reporting West Coast mills 
for that period in both 1942 and 1941. 
Now that war plant production has 
passed the peak, and nation-wide pro- 
duction of boards is rapidly catching 
up with the heavy volume of demand 
from the Central Procurement Agency 
for boxing and crating, there is a 
tendency to increase deliveries to the 
industrials and the accumulated needs 
of the farms and railroads, before the 
ban upon deliveries to the retail yards 
and civilian consumers can be lifted. 

There have been few if any moves 
by OPA to relieve the economic pres- 
sure upon lumber producers that has 
resulted from the manpower shortage, 
utter failure of wage stabilization ac- 
tivities, and maximum price regula- 
tions that fell far short of covering 
operating costs. The situation has 
been so completely out of balance 
that a recent tabulation in the South 
country alone showed a total of well 
over one thousand sawmills and pro- 
essing plants capable of producing 
much needed lumber, that had ceased 
operations since January 1. In the 
middle western and Northeastern sec- 
lions the same trend has been fre- 
quently noted in this column and as 
very little Canadian lumber is avail- 
tble—even for war projects—for de- 
livery on this side of the border, there 
S every reason why OPA-WPB and 
the War Manpower Commission should 
0 correlate their control activities as 
encourage and stimulate lumber 
troduction instead of discouraging— 
for sound economic reasons—the de- 
letion of timber holdings, and the 
iaximum operation of plants in the 
reduction of this highly esential war 
haterial, 
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If statistics were available to show 
the trend of sales volume of building 
material at retail—and at wholesale— 
would it be a fair guess to place the 
figure at approximately 50 percent be- 
low normal. 

Retail dealers in the rural sections 
were cheered when on June 3 WPB 
announced that a half billion feet of 
lumber had been made available in 
the farm areas where most urgently 
needed for repairs or new construc- 
tion for the conservation of current 
food crops. The procedure by the 
farmer for securing an AA-2 prefer- 
ence rating authorizing the retail 
dealer to deliver the required amount 
of lumber through the months of 
June, July, August and September 
calls for application to the local War 
Food Administrator or rationing com- 
mittee for a certificate with the AA-2 
rating and when this is presented to 
the lumber dealer the required stock 
will be available at once. It should 
be particularly noted that this release 
of lumber to the farmers prohibits its 
use in the construction of new farm 
dwellings, for the primary purpose is 
to conserve expected ,bumper food 
crops. 

The wholesale price lumber sub- 
group index (1926 — 100) was 135.2 
for the week ended May 29, 1943. 


Demand 


Eastern Market 


While demand from the retail yards 
from all corners of New England upon 
the wholesale offices in BOSTON and at 
other wholesale centers is unlimited, 
there are very limited transactions, for 
the mills in most sections are in no 
position to accept new business as the 
pressure of government requirements 
has again been speeded up to absorb 
practically all current production. Or- 
ders submitted to West Coast shippers 
during the latter half of May brought 
the almost universal response that car- 
load lots of the common grades of fir 
or hemlock could be accepted only if 
subject to shipment in four to six 
months, and few yards will make such 
long-term commitments in view of cur- 
rent war trends. On the other hand it 
is a quite common practice for dealers 
to instruct their sources of supply 
that if one or more carloads of lumber, 
of almost any species or grade, becomes 
available for delivery they will be ac- 
cepted without further negotiation at 
the existing ceiling prices. This ap- 
plies to both Southern and the West 
Coast woods for each section appears 
to’ be under equally strong pressure 
from the war boards to apply every 
foot possible to emergency war orders. 

The spruce mills in northern New 
England and eastern Canada are mov- 
ing most of their limited production to 
fill war orders, the Canadian stock be- 
ing apportioned about equally between 
its home requirements and war deliver- 
ies to New England, and overseas to 
the English war office. Less than ten 
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million feet of the 675,000,000 feet of 
pine salvaged by the government from 
the September 1938 hurricane is now 
in the holding ponds awaiting reduc- 
tion to lumber. The Northeastern 
Timber Salvage Administration has six 
small portable sawmills cutting these 
logs into square edge lumber, while 
the remaining two million feet will be 
cut into round edge box boards to 
bring to an end the greatest log sal- 
vage job ever undertaken by _ the 
United States Forest Service. The per- 
sonnel at the Boston headquarters has 
been reduced from a peak of 165 to 
the current force of 30 and by early 
Fall it is anticipated that the office 
may be closed and a final accounting 
of this emergency operation made 
available. The Government advanced 
$13,200,000 for this salvage job, which 
must be returned with interest at three 
percent. If there is a remander it will 
be distributed pro-rata to the log own- 
ers who were paid 90 percent of the 
estimated value of their logs at deliv- 
ery. Most of the product of these logs 
went direct to war projects. 

In BALTIMORE the problem of get- 
ting stock of lumber from the mills 
has not been rendered less difficult for 
the wholesale and commission men, in 
particular, with the neighborhood yards 
also facing difficulties. If government 
agents happen to come across any lot 
wanted for special purposes, their bids 
usually get in ahead of the private 
distributors, and the producers express 
themselves as sorry they cannot fur- 
nish supplies these private distributors 
happen to want. Moreover, the govern- 
ment does not give any guarantee that 
replacement priorities go with mate- 
rials taken over. Wholesalers and 
commission men, consequently, see 
their activities seriously curtailed, 
while with the mills it is a case of 
avoiding payment of commissions, if 
possible, with the net return just as 
high. Rough lumber for construction 
purposes is sought for some housing 
projects for war plant workers, with 
private builders asked to bid on con- 
tracts. These bidders usually get a 
hint to buy their materials direct, so 
that the established dealers are again 
out of the running, while construction 
for private account has _ virtually 
ceased, with only repair and mainte- 
nance work to be obtained. Stocks of 
common grades for box factories are 
coming in fast enough to keep the 
plants in operation busy, though with 
the range of prices gradually mount- 
ing. 


North Central Market 


An already heavy demand for north- 
ern pine boards and dimension mate- 
rial has increased during the past fort- 
night, MINNEAPOLIS sources report. 
This is particularly true of yards in 
the smaller towns, but holds good in 
lesser degree for the larger city retail 
trade. Field work on farms has been 
held up by a late, cold spring, with 
the result that repair work has been 
going on at a livelier pace than usual 
for this season of the year, when the 
farmers can obtain materials. Heavy 
demand also is being made on the 
northern pine mills from other sources, 
notably government agencies. Orders 
accepted during the past two weeks by 
the six mills of the Northern Pine 
Manufacturers’ association, with offices 
in Minneapolis, total approximately 
3,000,000 feet, and the unfilled order 
file of the association has been reduced 
to the neighborhood of 15,000,000 feet. 


Southwest Market 


The demand for lumber in the Kansas 
City area continues at its recent fast 
pace, with government requests almost 
as large as ever. While the demand in 





the farm 
stantial amounts of lumber have been 


area remains large no sub- 
released. Some relief has been prom- 
ised by the recent WPB order permit- 
ting the release of 500 million feet of 
lumber for essential repair and new 
construction on farms for the next 
four months. Observers say that the 
amount is “just a drop in the bucket” 
insofar as the actual needs of the lum- 
ber trade, which in the Southwest 
alone is above a billion feet. Retail 
sales in April, according to the Federal 
Reserve Bank’s report of 142 yards, 
were 45 percent larger than a year ago, 
bringing the cumulative gain for the 


first four months of this year to 57 
percent over the same period of last 
year. Sales also were 6 percent larger 


than in March. 
showed gains in 
Nebraska, 26 
41 percent. 
were off 


A breakdown by states 
Kansas of 22 percent; 
percent, and Oklahoma, 

Retail sales in Missouri 

18 percent and 16 percent in 

Colorado. The bank’ reported. that 
wholesale volume in April sagged 40 
percent under a year ago and the cu- 
mulative decrease for the four months 
was 27 percent. The gains in retail 
trade is expected to dwindle sharply 
in the coming months unless some re- 
plenishments of the badly depleted 
inventories are made. 


West Coast Market 


Although inquiries from private buy- 
ers are accumulating steadily in the 
order files of nearly all TACOMA, 
WASH., lumber manufacturers, a high 
priority rating is still a virtual neces- 
sity to get any kind of a delivery 
promise. Mills are working steadily on 
a huge pile of government’ orders 
which they are striving to whittle 
down to something like a normal size. 
To add to the manufacturers’ dilemma, 
there has been a marked increase in 
demands for lumber and timbers re- 
quired for shipbuilding purposes. This 
is attributed to increased shippuilding 
demand with a resultant stepping up 
of production on the part of the many 


yards, both small and large, situated 
throughout the western Washington 
area. 

. 

Pines 


3usiness in long leaf pine, especially 
in the larger dimensions, continues 
quite active in BALTIMORE and it is 
exciting surprise that the offers of 
these sizes are so. well maintained. 
There had been a belief in some quar- 
ters that the supply would prove un- 
equal to the demand because of the 
gradual depletion of the suitable 
stumpage, but the volume of trading 
does not seem to indicate that this is 
the case. The price range, of course, 
is slowly advancing, with the govern- 
ment or industrial plants doing work 
for the government moved to meet the 
advances because of the need for such 
supplies. In the smaller sizes the offers 
are fairly free and with an appearance 
of excess, though these smaller sizes 
are holding their own. 

The price situation in the shortleaf 
pine belt around NORFOLK remains 
the same as when the new price list 
went into effect May 1, 1943. Every- 
body has become acquainted with its 
provisions and all the little tricks that 
can be played in order to get a little 
more money out of orders in the hope 
that the trial balance at the end of 
the month will show a profit, and not 
in the red. There is such a wide varia- 
tion at present between the price of 
No. 2 common dressed boards and No. 2 
common dressed framing that all the 
mills possible are making boards, even 
though the government recently at va- 
rious meetings in the South has been 
earnest in its effort to buy a large 
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quantity of dressed framing. There is 
no question but that the price of 
dressed framing will have to be in- 
creased before long if anybody expects 
the mills now operating to try to get 
it out. 

The supply of Southern pine at BIR- 
MINGHAM is further curtailed and 
wholesalers say it was never harder to 
buy lumber. OPA muddling is blamed 
for a tightening of the situation al- 
though the basic trouble is the man- 
power shortage. Wet weather the past 
two weeks has also been a hindrance. 
The U. S. Forest Service is reported 
making a survey of the smaller mills 
to see what assistance can be rendered 
them. 

Several lumbermen 
attended the called meeting by the 
government which was held at NEW 
ORLEANS June 4th and 65th. Col. 
Sherrill presided at the meeting which 
was quite well represented by mills 
of the South. He made an address in 
which he explained the urgent needs 
of the government and followed with 
the injunction that if there was not a 
sufficient response strenuous measures 
would follow. In short, instead of ask- 
ing the mills to take orders and make 
bids, they would be given blanket or- 
ders and be told to go ahead and fill 
same. So the situation has become very 
tense with all the mills, principally on 
account of the deficiency in the labor 
supply, as well as necessary manufac- 
turing supplies which are hard to get. 
In fact these difficulties are so great, 
that in spite of the best efforts that 
the mills have been able to put forth, 
there has been a further decrease in 
production of approximately twenty- 
five percent. 

Prospects for increasing the supply 
of lumber in the KANSAS CITY area 
probably are a little brighter than they 
were a month or so ago, but, never- 
theless, the improvement cannot pos- 
sibly be sufficient to meet the require- 
ments of the trade. Inventories are in 


from Shreveport 


their worst condition in history. The 
demands for boxing and crating lum- 
ber is abnormally heavy and in many 


instances better grades are going into 
this production because common stocks 
already have been used up. Retail in- 
ventories in the seven states in the 
Tenth Federal Reserve district at the 
close of April were 41 percent smaller 
than a year ago and 6 percent less 
than in the previous month. Whole- 
salers’ inventories were down 19 per- 
cent from a year ago. The government 
received some lumber from furniture 
manufacturers who gave up their in- 
ventories, but the amount was nowhere 
near what was needed. Manpower 
troubles still is regarded as the main 


deterrent to capacity production of 
mills in the Southwest and shortages 
of equipment and bad weather have 


added to the woes of the producer. 
Production of northern pine during 
the past two weeks totaled well over 
five million feet, an increase over the 
two previous weeks, and shipments 
during the same period were close to 
the 3,700,000-feet mark, MINNEAPOLIS 
sources. report. Manufacturers point 
out that sales to date total about twice 
the production figure, some 38,500,000 
feet having been marketed as com- 
pared with a cut of about 21,000,000 
feet. Last year over a corresponding 
period the production figure was about 
32,000,000 feet and new business ac- 
cepted called for delivery of approxi- 
mately 50,000,000 feet. Buyers’) of 
northern pine for civilian uses continue 
to find it difficult to purchase the 
grades they desire in any volume with 
any hope of delivery within a reason- 
able time. It was believed that some 
northern pine would be released be- 
cause of increased fir mill production 
of boards, but the pine is in greater 
demand for boxing and crating mate- 
rial, so the situation has not been 
greatly relieved. The head of the lakes 


region mills are expected to continue 
in increased production for several] 
weeks, but shipments from across the 
Canadian border, where some of the 
larger mills are located are still pro- 
hibited by a Canadian timber control 
ruling. 


Hardwoods 


Hardwood manufacturers throughout 
the lower MISSISSIPPI VALLEY have 
an added handicap now to overcome in 
the tremendous amount of water floud- 
ing low-lying logging areas from 
Which much of the South’s hardwoods 
are produced. Stocks of dry hardwoods 
are non-existent. The government is 
buying hardwoods wherever they can 
be found and without regard to their 
dry or green condition. It is reported 
as taking all green hardwoods offered 
at the point of production and paying 
ceiling prices for it. This provides 
competition for the manufacturing in- 
dustry that is difficult to overcome. 
Oak flooring manufacturers, for in- 
stance, to compete with government 
purchasing agents have to buy at ceil- 
ing prices, then transpcrt the green 
lumber (with about 25 percent of un- 
necessary moisture and freight-carry- 
ing increase) longer distances than in 
the past, putting an additional burden 
on that industry. Flooring oak is dif- 
ficult to find, at that. As a result man- 
ufacture of oak flooring is about 25 
percent of normal with no stocks on 
hand and little lumber on sticks being 
air dried for the kilns. Demand for 
oak flooring is far in excess of actual 
or immediately-potential production. 


West Coast Woods 


TACOMA, WASH., lumber manufac- 
turing concerns report that there has 
been some improvement in log inven- 
tories during the past fortnight, despite 
heavy production schedules. They are 
hopeful that this situation will con- 
tinue, so that they will have an op- 
portunity to build up something of a 
reserve against the heavy demand that 
is anticipated for ensuing months, nor- 
mally the peak season for lumber 
manufacture. Logging operators report 
that the flow of men back to jobs in 
the woods is continuing, although 
there is still a shortage of experienced 
loggers. But generally speaking, the 
labor situation is improved, which is 
encouraging in view of the fact that 
mills are operating steadily to keep 
pace with current demands. 


Other Woods 


Production of northern white cedar 
has been brought practically to 4 
standstill by labor and transportation 
difficulties and because producers have 
entered more lucrative fields. Demand 
for posts and poles has increased ma- 
terially during the past two weeks, but 
only the few buyers who contracted for 
supplies far in advance are having any 
success in obtaining them. Until man- 
ufacturers have some additional incen- 
tive to turn out material the market 
will remain stagnant, not because of 
lack of demand but because there are 
no available stocks on hand, it is re- 
ported from MINNEAPOLIS, 


Millwork 


With few orders for government 
supplies being received and the civil- 
ian market redueed to new lows PY 
building restrictions, some of the upper 
Mississippi valley mills are merely 
marking time while awaiting develop- 
ments. Some of the sash and door fac- 
tories, however, are kept fairly active 
on work for federal agencies. 
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' PACIFIC COAST WOODS 


PONDEROSA PINE Selects, Commons, Mouldings, Cut Stocks 

. » » DOUGLAS FIR, dependable all-purpose lumber .. . RED bd 
CEDAR SHINGLES, tight-fitting, long-lasting . . . PLYWOOD & 
from famous Grays Harbor timber. All orders must conform to e 
M-208 and L-218. 


TWIN HARBORS MOULDINGS 
of soft-textured Ponderosa Pine 
—fine as money can buy. Pro- 
duction in charge of millwork 


specialist. 
TWIN HARBORS LUMBER COMPANY 
Manufacturers Wholesalers 


Executive Offices: Aberdeen, Washington 


General Sales Offices: Pine and Inland Empire Products 
Seattle, Wash. Portland, Ore. General Sales Offices: Portland, Ore. 
Branch Offices: Chicago, Baltimore, Philadelphia, Boston and Waco, Tex. 








The 10 Kilns of Anaconda 


The Trade Mark 
of QUALITY LUMBER 











ANACONDA siiaiieSSneess 





Anaconda Ponderosa Pine is 
carefully kiln-dried in Moore cross- Rar res : 
We Supply circulation kilns. Accurately man- mt DOUGLAS 
Anaconda ufactured, it must pass the most Hae: FIR 
critical inspections—by our own j ities ; 
PINE pine specialists and by Western ; ~ \West Coast 
for military uses, Pine Assn. inspectors. 3 | al Ole a 
defense housing lhrough the years Anaconda Pine by SITKA 
and war industries lumber has been delivering satis- (aay 
, faction to dealers, builders and in- 'e SPRUCE 
dustrial users. Now it’s making : 
good as material of war. 





anereasscnsserycovicrony: If oma DMB To] | ble}. 
LUMBER CORPORATION 


la [=rolo MN Yo] (-X a Olan la- Manufacturing Plant 
PORTLAND, OREGON ° TOLEDO, OREGON 
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P. M. BARGER LUMBER COMPANY 


Wholesale Lumber—Mouldings and Shingles 
Telephone 876—Statesville, N. C. 
Branch Office: P. O. Box 5998, Bethesda Station, Washington, D. C., Telephone Oliver 3450 


BARGER MILLWORK COMPANY 


Wholesale Windows and Doors 
Telephone 733—Statesville, N. C. 
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Lasting Maple 


Makes Lasting 
Friends 








FOOD PLANTS 2. one of 


many needs for Maple today 


There are opportunities for Maple 
Flooring Jobs! 

War industry projects, factory 
rehabilitation, farm buildings, de- 
fense housing, and other require- 
ments—improving and remodel- 
ing—emphasize Hard Maple’s ad- 
vantages—beauty, low upkeep, 
sanitation, and long life. North- 
ern Hard Maple offers the best 
value in flooring—and its range 
of cre fits every flooring 
nee 


Our Member Mills have Hard 
Maple Flooring ready for prompt 
shipment. 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 


1795 McCormick Building, Chicago, Illinois 


August C. Beck Co., Milwaukee, Wis. 
The Blount Lumber Co., Lacona, N. Y. 
E. L. Bruce Co., Memphis, — 

(Mill at Reed City, M 
Connor Lumber & Land By oy Laona, Wis. 

he M. B. Farrin Lumber Co., Cincinnati, 0. 
Holt Hardwood Co., Oconto, Wis. 
Kerry & Hanson Flooring Co., Grayling, Mich. 
Michigan Dimension Co., Manistique, Mich. 
North Branch Flooring Co., Chicago, III. 
Oval Wood Dish Corp., Tupper Lake, N. Y. 
Robbins Flooring Co., Rhinelander, Wis. 
J. W. Wells Lumber Co., Menominee, Mich. 
Wisccnsin Land & Lumber Co., Hermansville, 


Mich. 
Yawkey-Bissell Lumber Co., White Lake, Wis. 














Douglas Fir 


Timbers, Dimension 
and Boards. 


Sawmill Capacity 
200,000 ft. per day. 


L. H. L. Lumber Co. 
CARLTON, ORE. 


E. J. Linke Guy Haynes 











e ¢ ¢ Lumber Prices & Statistic: 








Western Pine Summary 


The Western Pine Association re- 
ports as follows on operation of identi- 
cal Inland Empire and California mills 
during the week ended May 29: 


Report of an Average of 90 Mills: 


May 29,1943 May 30, 1942 
Production ... 72,870,000 69,742,000 
Shipments 67,864,000 78,489,000 
Orders rec’d.. 68,986,000 82,340,000 


Report of 90 Identical Mills: 
May 29,1943 May 30, 1942 
Unfilled orders 383, 085,000 412,062,000 
Gross stocks... 552,010,000 847,444,000 

Report of 90 Identical Mills: 
--Total for Year to Date-~ 

1943 1942 

1,166,853,000 


Production ...1,090,513,000 


Shipments -1,363,696,000 1,508,426,000 
OPrgdere ...«.. 1,418,909,000 1,624,118,000 





Southern Hardwoods 


Following are ranges of f.o.b. mill 
prices on rough, air dried southern 
hardwoods, from reports of sales made 
during the week ended June 2: 























Plain Red Gum Plain White Oak 

No. 1 & Sel— No. 2 Com.— 
4-4 ... 47.50 ce 34.50 
No. 2 Com— Plain Red Oak 
4-4 ... 32.50 FAS 
: 4-4 ... 60.50 
Gueties Se No. i & Sel.— 
FAS oe ee 40.50 

As : °C 
6-4 .. 67.50 | No. 2 Com.— 

Bef 5. 70.50 | 5-4 34.50 

‘ Mixed Oak 
No. 1 & . 

4- ss No. Com.— 
5. 4-4 15.50 
6-4 Plain Poplar 
8-4 t No. 2-A Com.— 

- iene 33.5 

Plain Sap Gum 4-4 Beech : ' 
FAS ; FAS 
4-4 .56.00 @ 56.50 4-4 50.00 
5-4 60.00 6-4 : 54.50 
6-4 . 63. 00 @ 63.50 No. 1. ie on. 
No. 1 & Sel— a4... 40.00 
4-4 * 49.00 @ 42.50 a 44.50 
a-4 47.00 No. 2 Com.— 

6-4 "*50.00@ 50.50 4-4 30.00 

No. 2 Com.— 6-4 . 32.50 

4-4... 26.00 Plain. Sycamore 

5-4 27.00 FAS 

6-4... 27.00 | 5-4 ... 49.00 
uartered Black No. 1 & Sel.— 

a Gum 5-4 5 a 39.00 
F No. 2 Com.— 
Sa 62.50 5- me 26.00 
No. 1 & Sel.— é , Willow 
S-4 2... 52.50 | FAS— _ 

oo ee 35.00 

Quartered Tupelo No. 1 & Sel.— 
FAS— $=4@ 2k 41.00 
4-4 ... 53.50 No. 2 Com.— 

5-4 55.50 Oe =... comanas 29.00 
No. 1 & Sel.— Cypress 
4-4 43.50 No. 2 Com.— 
5-4 45.50 : arr 33.00 
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Western Pines 


Following delivered prices, based oy 
past sales, were reported to the West. 
ern Pine Association by members dv. 
ing the month of May. Both direct and 
wholesale sales are included and ar 
based on specified items only. Two dis. 
tricts are given, one being the State of 
Illinois, outside of the Chicago metro. 
politan district, and the other the State 
of Pennsylvania. Quotations follow: 

ILLINOIS 
PONDEROSA PINE 




































































Selects S2 or 4S 
1x8 5/4RW 6/4RW 
C Select RL...$79.50 $84.46 $84.15 
D Select RL... 66.50 70.25 aiead 
Shop S2S— No. 1 No.? 
TL SOO rere $50. 
MNO celcr error ie aster e an ater ade 57.44 
Commons S82 or 4S No. 2 No. 
De MES Se aera a ees $49.95 $45.81 
1x12 | | Ae ars ear eae 41.77 45.82 
4/4 No. 4 Com. S2 or 4S R WEL. 36.72 
IDAHO WHITE PINE 
Selects S2 or 48S 1x8 6/4RW 
Choice (C) RL..«.....$83.15 ote 
Quality (D) RL. Se eee 69.00 
Commons, S82 or 
( Ree Sterling si 
No. 1 No. 2 No. 
ix 8 RL .....$69.92 $56.02 $47.39 
ite ee 87.50 61.40 48.79 
4/4 Util. (No.4) S2or4S W&RL 46.8 


PENNSYLVANIA 
PONDEROSA PINE 











1x8 5/4RW 6/4RW 
C Bb. occscccs Benes $84.60 $84.70 
BY Es oc ices 70.10 74.21 te 
Shop S2S No. 1 No.2 
ee eee $53.83 
Commons S82 or 4S— No. 2 No.3 
a. 2 eee 
Cl) | rrr 53.90 a 
4/4 No. 4 Com. S2 or 4S RW&L. 39.25 
IDAHO WHITE PINE ; 
Selects S2 or 4S 1x8 6/4RW 
Choice (C) RL........$85.75 $86.25 
Quality (D) Ri........ 68.21 85.00 





Commons, S2 or 


Colonial Sterling Stand. 


No. 1 No. 2 No.3 
ix $ RE ..... $62.28 $57.15 
ote | per 88.80 62.70 b 
4/4 Util. (No. 4) S2 or 4S W&RL 43.50 


———s 





Southern Pine Statistics 


Following is a summary of reports 
from southern pine mills for the week 
ended May 29: 


Number of Mills, 154; 
Three-year aver. prod.* 
Actual production 
Shipments 
Orders received 

Number of Mills; 154, 
Unfilled orders 1 
Unsold stocks 


Units+, 7 
30,577,000 
22° 632,000 
249,000 
580,000 


43,733,000 
31,216,000 


*Oct. 30, 1939, to Oct. 31, 1942. ; 
+Unit is 316,000 feet of “3-year aver 
age” production. 


—_—— 





Operating a 
modern plant at 
Lexington, N. C., 
Carolina Panel 
Co. is devoted 
entirely to manu- 
facturing plywood 
for the furniture 
industry, having 
an output of ap- 
proximately 300,- 
000 square feet 
per month. This 
firm depends on 


two Moore Cross-Circulation Kilns for drying 4/4 lumber to desired uniform moisture conte 
Lumber supply for this plant comes principally from wholesalers and manufacture 
The veneer carries a face suitable for fronts and table 


Georgia and North Carolina. 
as used in the furniture industry. 
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t Rock 








Pilot Rock, Ore. 


Sales Office 
inv} 203 Radio Central Bldg. 
Spokane, Wash. 














Mills at Soft-Textured Ponderosa Pine From the John Day District of Eastern Oregon 


© Our equipment is of the latest design and has 
been in use only a short time. It is capable of turn- 
ing out a high quality lumber from our fine Pon- 
derosa Pine logs. We specialize in Selects and 
No. 2 Common. 








1 /4RW 
$84.70 


| af B&T METAL TRIMS 


— ~ ‘ trademarked 


CHROMEDGE 


Trademark Re~_ ~~ 


LA DIATE 


49.37 
LL 43.50 


—— 


7 lable now 


oot THE B & T METALS CO. 


-eports 
e week 


» we 
577,000 
632,000 
9,000 
580,000 
733,000 
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SALES OFFICE: 1204 Conway Bldg., CHICAGO, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 
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SELLING THE PRODUCTS OF 


~ 


Fiat McCloud, Calif, 
*THE SHEVLIN-HIXON COMPANY 


"Member of the Western Pine Associa- 
tion, Portland, Oregon. 











*THE McCLOUD RIVER LUMBER REVLON INE 
COMPANY 5 PONDEROSA PINE 


900 First National Soo Line Building SUGAR (Genuine White) PINE 


Bend, Oregon MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 


DISTRICT SALES OFFICES: 


DISTRIBUTORS OF SPECIES 


eg. U. 8. Pat. Off. (PINUS PONDEROSA) 
EXECUTIVE OFFICE 
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Wood and Glue Grain Bin 6121 


A plywood grain bin, glued with 
Laucks casein water-resistant glue, 
passed the overload test for safety and 
has been recommended as a perma- 





a= <oama 


nent type of grain storage, replacing 
sheet iron and steel bins. 

Test bins were constructed of 5/16” 
three-fold plywood, 19’ in diameter. 
Instead of the customary 12’ high bin, 
this one was built four feet higher 
and on uneven ground. It was filled 
to overflowing with pea gravel and 
allowed to remain for 48 hours. At 
the end of that time all portions of 
the bin were found to be in perfect 
condition. For additional information, 
check 6121. 


The Foreman 6122 


As the result of years devoted to 
studying the subject of foremanship, 
the National Association of Manufac- 
turers has recently published a 16- 
page pamphlet of recommended pro- 
cedures in the supervisory field which 
it urges management to follow in or- 
der to build sound management-super- 
visory relations. Copies of this pam- 
phlet, “The Foreman, the Key Man in 
Your Plant,” may be obtained by 
checking 6122. 


Synthetic Lumber 6124 


National Gypsum Company’s new 
synthetic lumber fashioned from gyp- 
sum rock is said to be as easy to han- 
dle as lumber and as easy to nail and 
saw. The new products are roof plank, 
exterior board, and special gypsum 
panels. The boards have the same core 
of fireproof gypsum rock, insuring 
strength and permanency. They are 
moisture-resistant and will not warp, 
expand or contract. 

In connection with the development 
of this new product, the Company has 
recently made available to the nation’s 
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farmers detailed drawings for the con- 
struction of low cost farm buildings 
such as chicken coops, cattle barns, 
hog houses, etc. For additional infor- 
mation, check 6124. 


Welding and Cutting Handbook 
6123 


As a helpful step in instructing 
users of the oxy-acetylene welding and 
cutting process how to prolong the 
life of their equipment, the Interna- 
tional Acetylene Association has pre- 
pared a convenient, 20-page pocket- 
size booklet entitled, “Handbook for 
the Welding and Cutting Operator.” 
Written in an easy - to - understand 
style, it contains a wealth of helpful 
information on care and maintenance 
of blowpipes, regulators, and welding 
and cutting accessories. Copies may 
be obtained by checking 6123. 


High Speed Sawing Machine 
6125 


A new line of high speed sawing 
machines is the Doall Zephyr, built by 
Continental Machines, Inc. It marks 
a new era in the shaping of wood both 
as a time saver and enlarging the 
scope of materials and products which 
woodworking industries can make on 
their present facilities. 

While the saw is particularly adapted 
for wood shaping, it can also be used 
for shaping the new materials devel- 





oped during the past few years. In 
wood cutting, the high speed saw band 
travel eliminates saw weaving when 
cutting along the grain and produces 
a finer finish, The metal saw used 
eliminates the necessity of removing 
nails or other foreign substances in 
the wood. 

The Doall Zephyr features large 
throat depth and work thickness ca- 
pacity with speed ranges of from 1,500 
to 10,000 feet per minute. A Job Se- 
lector Dial shows control factors for 
shaping 104 materials such as plas- 
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tics, wood, builders board, plywood, 
asbestos, rubber, paper, metal sheet 
stock and non-ferrous alloy castings, 
For additional information, check 
6125. 


Substitute for Metal Lockers 


6129 

Newly designed, durable, efficient 
lockers are now being made with 
Careystone Flat Sheathing, manufac- 
tured by The Philip Carey Manufac- 
turing Company. This material is pro- 
duced by combining cement and as- 





bestos fibre under tremendous pres- 
sure, resulting in a stone-like sub- 
stance which will not rust, rot, or 
corrode, and is fire and rodent proof. 
It is available in sheets 48” by 96”. 
Plant carpenters or maintenance men 
can easily build the lockers. For de- 
tailed information, check 6129. 


Cable Conservation 6127 

A pocket-size pamphlet recently is- 
sued by Keystone Lubricating Con- 
pany contains practical help on wire 
cable conservation. The information 
represents the concentrated and expert 
knowledge of the Company’s special- 
ized engineers. To obtain copies, check 
6127. 


New Kitchen Planning 
Book 61210 


An attractive new kitchen planning 
book was recently published by Curtis 
Companies, Inc. The book is 8%x1l" 
in size, is well illustrated with views 
of modern kitchens, and explains the 
planning steps for acquiring a kitchen 
of beauty and utility. The cover is m 
four colors and the inside pages are 
in two colors. 

The book is intended primarily 4s 
a duration book to aid dealers in sell- 
ing Curtis wood kitchen cabinets for 
home modernization and replacement. 
The Company urges dealers to com- 
pile a post-war prospect list as it al- 
ticipates a big demand for kitchet 
cabinets and other woodwork products 
immediately after the war, and rec 
ognizes the necessity of selling its 
products and service now to those it 
wants for customers after the wal 
To receive a copy of the book, check 
61210 . 
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gs, A poster bearing a message from a 
ck @United States Marine is available for 
jistribution to manufacturers inter- 
ested in displaying it in their plants 
and woods operations. The message 
29 reads: 
ent —And if our lines should form, then 
vith break 
'ac- [pecause of things you failed to make— 
fac- [the extra tank, or ship, or plane 
or0- Bfor which we waited all in vain, 
as- [ind the supplies which never came, 
Will you then come and take the blame 
For we, not you, will pay the cost 
0f battles you, not we, have lost. 
A U. S. Marine.” 
Write to Southern Pine War Com- 
mittee, Canal Bldg., New Orleans, 
louisiana, for copies of the poster. 


fire Retardant Coating 6126 


Firepel “S”, manufactured by Albi 


Firepel Corporation, is a fire retard- 
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New Advertising Campaign 
for Distributors 61212 


A sales promotion campaign built 
around the distributor’s business is 
now being conducted by Certain-teed 
Products Corporation. It is worked 
out on a month to month basis and is 
designed to fill every need of an ef- 
fective local advertising program. 

Every month a complete promotion 
package is sent to the distributor by 
Certain-teed. This package contains 
newspaper mats, direct-by-mail letters 
ready for mailing, product folders 
and booklets with the distributor’s 
name imprinted, large display poster, 
and reprints of advertising being run 
by Certain-teed in national magazines. 
All pieces are colorful, attractive and 
timely. For further information, 
check 61212. 


Coating for Wood Crates 61211 


A new liquid coating called Carbo- 
zite has been developed by Carbozite 
Corporation for moistureproofing and 
waterproofing wood crates and boxes. 
Used on unseasoned wood, it seals in 
the moisture and prevents shrinking 
and warping. It can be sprayed on 
and will dry in approximately 30 min- 
utes. For detailed information check 
61211. 


"Safety Speeds Production" 
This pamphlet was published by the 
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SAMSON SPOT 


SASH CORD 





The Most Durable Material 
for Hanging Windows 


By specifying and using Samson 
Spot Cord for hanging windows, 
with suitable weights and pul- 
leys, you obtain perfect balance 
by a time-tested method. You also 
guard against the use of inferior 
unidentified cord. 


SAMSON CORDAGE WORKS 
Boston, Massachusetts 
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FREEDOM 


Freedom is a government of, for 
and by the people. As Americans, 
-we inherit it. As a Nation, we 

have earned it, Let’s preserve it. 
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THROUGH ALL MASONRY WALL 


Lumber dealers: Here are specialties 
you can get behind and push. You can 
boast of their quality. They are time- 
tested and guaranteed to really per- 
form. A material for every waterproof- 
ing job. 


QUICK-SET—1nstantly stops all run- 
ning water and seepage streams. Acts 
like a cork. 

TRICOSEAL—seals stucco, brick, con- 
crete and stone walls against seep- 
age, dampness and moisture. Applied 
inside or outside. Available in colors. 

FLURESEAL —overall waterproofing 
for rough or porous walls such as 
cinder and cement blocks and rock 
foundations. Available in colors. 

LAPIDENSIN —Transparent exterior 
waterproof coating for brick, stone, 
stucco. Prevents dampness and rain 
from penetrating porous surfaces. 

Get complete information today! Send 

a postcard for FREE folder on solving 

all waterproof problems and our special 

profit-making deal for lumber dealers. 


THE AMERICAN FLURESIT CO. 





635 ROCKDALE AVE., CINCINNATI 
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George A. Roussel, for 25 years a 
member of the lumber industry, dur- 
ing the last 21 years of which he was 
associated with the Turner-Farber- 
Love Lumber Co., and its successor, 
the Turner Lumber Co., at LeMoyen, 
La. has become assistant to Lieut. 
James R. May, officer in charge of 
the Memphis, Tenn., office of the U. S. 
Navy Lumber Co-ordinating Unit. 
Mr. Roussel’s job will be to help lo- 
cate the badly needed oak timbers for 
the Navy’s construction program. 

The employees and management of 
Climax Engineering Co., Clinton, Iowa, 
were presented with the Army-Navy 
“EK” Production Award on May 7. 
G. W. Dulany, Jr., Climax board 
chairman, gave the introductory ad- 
dress. 

Approximately 300 friends and well 
wishers visited the home of Mr. and 
Mrs. William E. Cooper at San Ma- 
rino, Calif., on Sunday, May 16, when 
the Coopers held open house in honor 
of Mr. Cooper’s fiftieth anniversary in 
the lumber business. The Coopers 
were assisted at the reception by their 
daughters and their son, Charles M. 
Cooper. 

William C. Bell of Seattle, man- 
aging director of the Western Retail 


Lumbermen’s Association and chair- 
man of the Western Homes Founda- 
tion, and William D. Hagenstein, also 
of Seattle, forest engineer of the West 
Coast Lumbermen’s Association and 
of the Pacific Coast Loggers’ Associa- 
tion, addressed the Aberdeen (Wash.) 
Chamber of Commerce, May 25. Mr. 
Bell spoke on “The Home Coming 
Home,” a discussion of post-war plan- 
ning that advances home building as 
the practical realization of the dream 
of men now on the battlefields. Mr. 
Hagenstein’s topic was “Home Build- 
ing Is Timber Growing,” pointing out 
the importance of reforestation in the 
Pacific Northwest as a balance for 
post-war building. 

Keen interest in research work 
centering in the strength and other 
properties of woods, plywoods, glues, 
plastics and other materials used in 
construction of aircraft gliders, ships 
and other war machines, was displayed 
by Admiral William D. Leahy, chief 
of staff to President Roosevelt, who 
visited the U. S. Forest Products 
Laboratory at Madison, Wis., May 28. 
Scope and objectives of the research 
by the Laboratory were explained to 
Adm. Leahy and his associates by 
Director Carlile P. Winslow. 





Car and Cargo 
Teletypewriter PD 54 





LUMBER and PILING 


All Types—All Grades 
WESTERN PINES & WEST COAST LUMBER 
Large and Long Timbers 
Fir Piling up to 120 Feet 


PATRICK LUMBER CO 


Established 1915 
Office: Terminal Sales Building, Portland, Ore. 


Producers of Lumber & Piling for 28 Years 


Wholesale Only 











The years have proved Bradley-Miller Frames dependable. 





Of gen- 


uine White Pine, they are durable. They hold their shape and do not 


shrink and swell. 


| weather-tight. 


Telephone 7812 





Well manufactured, they are 


We also furnish Ponderosa Pine 
Frames, same manufacture and grade. 


BRADLEY, MILLER & COMPANY, 


Bay City, Michigan 
C. W. Jones, 9906 Indian Lane, Silver Spring, Maryland. 
Eastern Representative 
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A new lumber yard has been estab. 
lished in Baltimore, Md., by Morris 
J. Rosenzwog, who had been for years 
connected with the Baltimore Lumber 
Co. as a salesman and who later 
joined with Joseph G. Rosenzwog jn 
the Washington Lumber Co. Morris 


Rosenzwog has his two sons associ- 
ated with him in the new enterprise 
which is being conducted as the Abeo 
Lumber Co. 








Shown above, left to right, are Scott 
Fitzpatrick, director of Victory House; 
Harold E. Shugart, president of Har- 
old E. Shugart Co. and L. J. 
Hackett, western manager of Celotex 
Corp., decorating the walls of Victory 
House in Los Angeles, with war bond 
posters. Rebuilding of the stage and 
broadcasting booth at Victory House, 
war bond sales center in Pershing 
Square, Los Angeles, Calif., provided 
an opportunity to solve the problem 
of presenting music, speeches, vaude- 
ville acts and other entertainment on 
an open air stage in the noisy heart 
of a busy city. The entire stage and 
broadcasting booth were lined with 
Acousti-Celotex, a highly efficient, 
sound - absorbing, perforated fibre 
tile. The Celotex Corp. donated the 
material, and labor was donated by 
Harold E. Shugart Co., which is one 
of thirty distributors of Acousti-Celo- 
tex in the United States 





On June 2 Lewis H. Brown, presi- 
dent of Johns-Manville Corp., New 
York City, N. Y., had conferred upon 
him the honorary degree of LL.D., at 
the commencement exercises of Brown 
University, Providence, R. I.  Presi- 
dent Henry M. Wriston of Brow 
conferred the degree on behalf of the 
Board of Fellows of the University. 


J. W. Mack, who operates the Build- 
er’s Material Co., West Kelso, Wash, 
has been appointed a member of the 
Kelso city council to fill a vacancy 
caused by the removal of Rev. T. F. 
Martin of that city. He assumed his 
post as councilman at large on June 1. 
Mr. Mack has been active in Kels? 
civic affairs for a number of years. 


D. Carlysle MacLea, MacLea Lun 
ber Co., Baltimore, Md., and president 
of the National Wholesale Lumber 
Distributing Yard Association, repr® 
sented that organization at the I 
cent meeting of the Lumber and Tin 
ber Products War Committee at the 
Blackstone Hotel, in Chicago; H. A. 















































MEDFORD CORPORATION 
MEDFORD, OREGON 
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Members Western Pine Assn., West Coast Lumbermen’s Assn. and West Coast Bureau of Lumber Grades and Inspection. 
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CHAPINS’ 


Lumber Reckoner 
Now Only $1.50 


A book of 167 pages containing tables that 
reduce to board measure all fractional 
sizes of lumber, advancing by quarter- 
inches from 1x] to 15x15 inches square and 
20 feet long; also scantlings and square 





LITTLE INTERVIEWS 
WITH MARTIN-SENOUR 


*“My handling of Martin-Senour finishes has 





always been satisfactory. Their jobbers are 


timbers, advancing by inches from 2x2 to fine people to deal with. The products are good 
30x30 inches square and 50 feet long. Saw and my customers like ’em. I have an excel- 
logs are reduced to board measure. Pocket lent turnover and I make a fair profit. Why 
size 4x7 inches and bound in cloth. Sold shouldn’t I be happy to handle this line?” 


formerly at much higher price. While they 
last .. . $1.50 per copy. 
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Window, Door 








District Sales 


and Cellar Representatives 
FRAMES No. 24 ‘ane, Road 





Trim, Mouldings, Casing. Mr. H. M. Tripp 
i ge - Base, Finish Lumber, Furni- Crystal Lake: il. 
ait? : ° ture Specialties, Etc. Mr. Arthur M. Johnson 
s City, Mo. 
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Crane, of the Deaiers Warehouse Sup- 
ply Co., also of Baltimore, acted in 
a similar capacity for the National 
Association of Commission Lumber 
Salesmen, of which he is past presi- 
dent. 


Maurice Hadley, manager of Holly 
Lumber & Supply Co., Holly, Mich., 
recently announced that his firm has 
purchased the Fenton Lumber Co., 
Fenton, Mich. Ed Bruder will act as 
manager of the Fenton business. 


The engagement of Lieut. Alice 
Anderson, Army Air _ Evacuation 
Nurse, and Lieut. Robert H. Eben- 
reiter, has been announced. Lieut. 
Ebenreiter is the son of Mr. and Mrs. 


Harvey Ebenreiter and prior to enter- 
ing the army air corps had been sales 
manager of the Ebenreiter Lumber 


Co., Sheboygan, Wis. Lieut. Eben- 
reiter is doing experimental flying 
with the Army at Wright Field, Day- 
ton, Ohio. 


Mr. and Mrs. E. W. Daniels of 
Hoquiam, Wash., have announced the 
engagement of their daughter, Pa- 
tricia Anne, to Ray Thor Hanson, son 
of Mr. and Mrs. Victor E. Hanson, 
also of Hoquiam. Mr. Daniels is pres- 
ident of the Harbor Plywood Corp. 


I. F. Laucks, Inc., Seattle, Wash., 
was awarded the Army-Navy “E” 
flag at impressive ceremonies at the 
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company’s Seattle plant No. 1 on 
May 19, before employees, their fami- 
lies, and _ special guests. Laucks 
products are construction glues, wood 
preservatives, synthetic resins, and 
paints. 


Huntington Taylor, one of the best 
known and most popular lumbermen 
in the Western Pine region, recently 
went to Washington, D. C. to join the 
staff of WPB as assistant to Phillip 
Boyd of the lumber division. For the 
past year Mr. Taylor has been with 
the Kesterson Lumber Corp., Klamath 
Falls, Ore. Prior to that he was man- 
ager of Crater Lake Lumber Co., 
Sprague River, Ore. For many years 
he was manager of the Edward Rut- 
ledge Timber Co., Coeur d’Alene, 
Idaho. 


The Bluff City Lumber & Coal Co., 
Council Bluffs, Iowa, building and 
equipment have been purchased by 
C. B. Gano, who has been with the 
company for 33 years, and E. A. 
Beck, who had been with the com- 
pany 26 years. The business is being 
operated as the Bluffs Lumber & 
Coal Co. 


Henry Neff Anderson, IV, son of 
Lt. Comdr. Henry Neff Anderson, 
U.S.N., prominent Aberdeen, Wash., 
lumberman, has enlisted in_ the 
United States Naval Reserve. He 
was graduated from high school in 
Aberdeen May 28 and immediately 
afterwards was sent to Camp Far- 
ragut, Idaho, for training. 


Charles Harbaugh, son of Harold C. 
Harbaugh, of H. C. Harbaugh Lumber 
Co., St. Charles, Ill., graduated from 
Elgin Academy on June 11 and on 
July 1 will enter Duke University. 
He will be eighteen next January and 
Mr. Harbaugh says: “Naturally we 
want him to get all possible out of 
college before that date.” 


The Los Angeles lumber industry 
contributed a member to the WAACs 
in the person of Ruth Hanson of the 
West Coast Screen Co., Los Angeles, 
Calif., daughter of F. G. Hanson, 
president of the company. Miss Han- 
son is now undergoing training at the 
Woman’s Auxiliary Army Corps post 
at DesMoines, Iowa. 


Standard Lumber & Mill Co. 
Fresno, Calif., has been purchased by 
Walter Krumbholz, to be operated as 
a retail lumber business under the 
name of K-Y Lumber Co. Mr. Krumb- 
holz was formerly with the Kellner 
Lumber Co. and the Madary Planing 
Mill. 


John F. (Jack) Campbell of the 
Forest Service, who served many 
months as director of Northeastern 
Timber Salvage Administration ™ 
clearing the New England forest area 
of logs felled in the 1938 hurricane, 
has been transferred to the National 
forest at Salinas, Calif., where he 18 
in charge of a government rubber 
plantation. Acting director at the 
salvage office in Boston is John 
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Holden, who joined the Forest Serv- 
ice following several years of technical 
work with the National Lumber Manu- 
facturers’ Association in Washington. 
The salvage job in New England will 
be completed by early fall. War 
orders have absorbed most of the 
product. 


Douglas Wolseley, Sr., who started 
with Wm. Cameron & Co., Fort 
Worth, Tex., in 1893 as an office boy 
and is now assistant purchasing agent 
in charge of the Nacogdoches pur- 
chasing office, completed fifty years 
of service with the company on May 
15. Mr. Wolseley is the oldest em- 
ployee in years of service to the com- 
pany. In recognition of his service 
he was presented with a gold wrist 
watch and a letter of appreciation. 


Born to Mr. and Mrs. William Berry, 
Camino, Calif., a son, on May 28. This 
makes three sons for Bill, who is with 
the Michigan-California Lumber Co. 
Likewise it is the third grandson for 
Swift Berry, General Manager of the 
Michigan-California Lumber Co. Swift 
says: “Fallers and buckers are getting 
so scarce, I decided to raise my own, 
just like the Victory gardeners. 


The H. H. Hardin Lumber Co., at 
Stephenville, Tex., has been acquired 
by Barnes & McCullough, of Hico, 
Tex., and will be operated in connec- 
tion with other yards which the latter 
company owns throughout central 
Texas. W. E. Tate wil be retained as 
manager. 


A certificate of merit was awarded 


Roderic Olzendam, Tacoma, Wash., 
public relations director for the 
Weyerhaeuser Timber Co., at the 


recent commencement exercises at 
Washington State College for leader- 
ship in forestry practices. The award 
was presented by Dr. E. O. Holland, 
president of the college. 


George R. Stratemeyer, vice-presi- 
dent and oldest employee of the Cali- 
fornia Panel & Veneer Co., Los An- 
geles, Calif., announced his retirement 
on May 31. He had been connected 
with the firm as salesman and execu- 
tive since 1918. Mr. Stratemeyer’s 
post as vice-president of the company 
has been taken over by R. R. Mulhol- 
land, affiliated with the firm since 
1923, who is also president of the 
Baker Steel & Tube Co., of Los An- 
geles. 


V. H. Street, former manager of the 
City Retail Lumber Co., Aberdeen, 
Wash., has been appointed a federal 
inspector of shipyards at Tacoma, 

as 


Ludvig Iverson, manager of Wilcox 
umber Co. yard at Lake Park, 
Minn., and associated with the com- 
bany for the past 37 years, has retired 
tom business. 


Sergt. Grover Klein, former em- 
ployee of the Giustina Lumber Co., 
Eugene, Ore., felt it was old home 
week on the North African front when 
he espied a pile of lumber bearing 
the Giustina stamp. He reported his 
surprise in a letter to his parents in 
Eugene. 

R. M. (“Rube”) Stanley, proprietor 
of the R. M. Stanley Lumber Co., King 
City, Mo., has sold his business to the 
Richardson Lumber Co. and after 
forty years has retired and will have 
plenty of time for fishing in the 
northern lakes, where he and Mrs. 
Stanley have been spending their va- 
cations for several years. The Stan- 


leys plan to remain residents of King 
City. The Richardson Lumber Co. op- 
erates yards in Missouri at Forest 
City, Rea, Mound City, Craig, For- 
tescue, and Pattonburg. 


Promoted to Commander 


R. M. Ingram, who was sales man- 
ager of E. C. Miller Cedar Lumber 
Co., Aberdeen, Wash., before being 
called to active duty on June 2, 1941, 
with the United States Navy, has been 
promoted from. lieutenant commander 
to a full commander in the Navy. It 
is his second promotion in 14 months. 
Recent orders also have appointed 
him executive officer aboard one of 
the new ships and he is at present 
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and in addition, better quality seasoning with 


Moore Cross-Circulation Kilns 


This is not a drawing, but an actual photograph 
of a truckload of ponderosa pine at Anaconda Cop- 
per Mining Co., Bonner, Mont., where over 4 million 
feet per month are seasoned in ten single-track 
Moore Cross-Circulation Kilns. 

They have found it pays in 
every way to season all grades 
of lumber in Moore Cross-Circu- 
lation Kilns, and eliminate yard 
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serving with the Pacific naval forces. 
Commander Ingram is also a veteran 
of the first World War. He is a 
former president of the Red Cedar 
Shingle Bureau and was active in 
affairs of the West Coast Lumber- 
men’s Association. Bob Ingram, Jr., 





We Are Now in position to furnish 


“Victory” Grade 
Oak Flooring 


in addition to regular length oak 
flooring, also 4/4 oak dimen- 
sion, either finished or semi- 
finished. Also solicit commer- 
cial kiln drying. 





W. R. Wrape Stave Co. 


Pest Office Box 182 
Little Rock, Arkansas 











the oldest of his three sons, is about 
to enter the navy, having completed 
his first year at the University of 
Washington, where he is a member 
of the Naval Reserve Officers Train- 
ing Corps. 


Will Treat Mine Ties 


The Appalachian Wood Preserving 
Corp., of which Luther O. Griffith is 
manager, plans to move a small pres- 
sure treating plant to Wayland, Ky., 
for treating mine ties. Ties will be 
purchased, processed at the Wayland 
plant, and shipped to the mining in- 
dustries. Luther O. Griffith is presi- 
dent of the Griffith Lumber Co., Hunt- 
ington, W. Va. 


Buys National Forest Timber 


The Southwest Lumber Mills, Inc., 
McNary, Ariz., have recently ac- 
quired a huge tract of timber—about 
700,000,000 feet—on the Apache For- 
est and the Fort Apache Indian Res- 
ervation. This is the largest award of 
timber from the Apache National 
Forest and Fort Apache reservation 
since 1925. The timber is all included 
in the large forested area which is 
known as the Black River Working 
Circle. Under the policies of the For- 
est Service and the Indian Service, 


this timber has for many years be the cas 


considered as allocated to the sx — 
tained operations of Southwest Lup ae i 
ber Mills, Inc. James G. McNary i§ j gusty 
president of Southwest Lumber Mil is gain 
Inc., and is a past president of ti grated. 
National Lumber Manufacturers’ 4 geogral 
sociation. tries wi 
ties, du 

Sees.Big Production Era often p 
have de 

Harvey C. Fruehauf, president @ populat 


Fruehauf Trailer Co., Detroit, Micjf ——— 
told stockholders of his company 
their annual meeting held recent! 
that, following the war, opportuniti 
for business and production, “will 
bigger than ever before in our hi 
tory.” 

Commenting on the post-war ou 
look, Mr. Fruehauf said, “The count 
will emerge from the war with 
pent-up demand for manufactur 
products so great that the opport 
nities for business and production wi 
be bigger than ever before in 0 
history. In addition, it is to be anti 
ipated that a tremendous era of publ 
work—including roads, bridges, buil 
ings—will lie before us not only i 
our own country but throughout t 
world. 

“The demands that this post-w 
era will place upon transportati 
challenge the imagination It is stati 
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the case very mildly to anticipate a 
transportation development far be- 
yond our present conception. . . . The 
trend toward the decentralization of 
industry, which even during wartime 
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Mil j; gaining momentum, will be accel- 
of tM erated even further by peace. ... The 
s’ Aff geographic spreading of our indus- 
tries will alleviate many of the difficul- 
ties, due to poor living conditions and 
often poor working conditions, which 
have developed in highly concentrated 
ent @ population centers. 
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Cecil V. Gray, head of the Gray Lumber & 
Shingle Co., Seattle, Wash., which is one of 
the largest shippers of red cedar shingles in 
the Pacific Northwest, is shown in riding cos- 
tume on the lawn of his home in Lawton 
Wood, on the shores of Puget Sound, where 
nature has been disturbed as little as pos- 
sible. While saddle horses are an important 
part of this lumberman's hobbies, his main 
avocation is his home, and his rustic garden 
has received national publicity through the 
column of the First Lady of the Land, who 
sited the Gray Garden while in Seattle. 
This year a large "Victory" vegetable garden 
is well under way 










Wood Floors Preferred in Italy 





- 

| When you rent an apartment in 

sich.  cenoa, Italy, the floor is the criterion 
if the price, according to Eric Lind- 
tlm, who formerly operated a lumber 
‘ales office in Genoa, but who is now 

PENDENIE “sociated with the Weyerhaeuser 

ES Sales Co. office in Tacoma, Wash. 





In Genoa, Mr. Lindblom handled 
arge quantities of Weyerhaeuser 
Douglas fir from the Pacific North- 
vest. Both Mr. and Mrs. Lindblom 
‘mile over the fact that while they 
lighted in the exquisitely patterned 
marble floors of their Genoese home, 
the Italians considered a hardwood 
hoor “three times as desirable.” 

The Lindbloms believe that the Ital- 
ans “are completely fed up with the 
var,” and that their war effort may 
‘lapse at any moment. While in 
whoa, they experienced the first Brit- 
‘h bombing and shelling of that port. 
they left Genoa in July, 1940, on the 
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last ship to carry passengers from 
Italy to South America. They lived 
for a while in South America and 
then Mr. Lindblom was associated 
with the Weyerhaeuser offices in 
Longview, Wash., before being trans- 
ferred to Tacoma. While in the Pa- 
cific Northwest, Mr. Lindblom is 
studying American methods of lumber 
production... 


Octogenarians 
M. D. Keeney, head of the Keeney 
Lumber Co., Bothell, Wash., cele- 


brated his eightieth birthday on May 
15 with a family reunion, at which 
most of his family were present—all 
except the family of his eldest 





daughter who live in San Carlos, 
Calif., and those of the family who 
are in the service of their country. 
After expressing deep gratitude for 
gifts and cards from relatives and 
friends, Mr. Keeney related many ex- 
periences of his life. 

Mark D. Keeney was born in Stev- 
ensville, Pa., and at the age of nine- 
teen established a business of his 
own in northeastern Kansas, where 
his parents had moved when he was 
eight years old. After a few years he 
purchased a lumber yard, which he 
operated until 1899, when he sold both 
businesses and with his family moved 
to Seattle. Nearly twenty years ago, 
Mr. Keeney established the Keeney 
Lumber Co. at Bothell; he is still its 





Lumber. 


KIRB 


Yellow Pine 


KIRBY BUILDING 





We manufacture 

the only vital war 
material for which 

no successful substitute 
has yet been discovered, 


LUMBER 
CORPORATION 


Southern Hardwoods 


"A Wood for Every Purpose’ 


HOUSTON, TEXAS 














SUGAR & WESTERN 
= PINE AGENC 


#1 MONTGOMERY ST 


>! 
SAN FRANCISCO, CALIFORNIA 


SU GAR Pattern Lumber 
PINE 


1 California Ponderosa Pine 
Mouldings and Cut Stock 


Selects and 
Shop 











Ponderosa Pine 
California Sugar Pine 
Arizona Soft Pine 
White Fir 


WUICHET LUMBER CO. 


Shop—Selects—Common 
Dimension—Lath— 
Shiplap 
Pattern—Flask 


WRITE 
714 Railway Exchange Bldg., | 
Chicago | 

t 





























Western 
Lumber Products 


Prompt, efficient shippers of big 
mill, excellent quality, rightly- 
priced Fir, Hemlock, Cedar, 
Spruce, Red Cedar Shingles, Idaho 
White Pine, Ponderosa Pine, Cali- 
fornia Sugar Pine. We strongly 
subscribe to belief that a SATIS- 
FIED CUSTOMER is greatest asset 
of any institution. 


J. G. Kennedy Lumber Co. 


Henry Building, SEATTLE 
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Today, you'll enjoy your stay at 
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head and on duty every day. Blessed 
with good health, he is now ready for 
the next eighty. 


A. L. Richardson, pioneer Hennessey 
(Okla.) lumber dealer, celebrated his 
eighty-fourth birthday on April 8. It 
was a happy event for “Pappy,” as he 
is familiarly known to his old friends 
in the vicinity, with his children and 
relatives gathered to help him enjoy 
the special chicken dinner. 


New Company Elects Officers 
The Newton County Lumber Co., 
with domicile at Deweyville, Tex., and 
a branch at Keltys, Tex., recently or- 
ganized by the Kurth, Henderson, and 
Wiener interests, has elected J. H. 
Kurth, Jr., Houston, as president; S. 
W. Henderson, Jr., Keltys, vice presi- 
dent; O. N. Cloud, 
Beaumont, vice 
president; and D. 
W. Thompson, Kel- 
tys, secretary and 





Pine sawmill at Dew- 
eyville, Tex., recently 
acquired by Newton 
County Lumber Co. 


treasurer. In ad- 
dition to the offi- ™™ 
cers, the board of 2 
directors is made — 
up of Ernest L. 
Kurth, Keltys; Samson Weiner, Dal- 
las; and Jacques L. Wiener, Shreve- 
port. 

The new company has taken over 
the properties of the Peavy-Moore 
Lumber Co. at Deweyville, Tex., and 
both the pine and hardwood mills 
there are in full time operation, with 
Cecil Smith remaining as manager of 
the plants and Mr. Keener as super- 
intendent of manufacturing. The se- 
lective cutting and modern reforesta- 
tion methods practiced on these prop- 
erties give assurance of an indefinite 
life to this operation. 

A story of this transaction ap- 
peared on page 58 of the May 15 
issue of American Lumberman. 

The sales of southern pine lumber 
produced at Deweyville will be 
handled by Angelina County Lumber 
Co., Keltys, Tex., and the sales of 
hardwood lumber produced at Dewey- 
ville will be handled by Angelina 
Hardwood Co., Lufkin, Tex. 

Angelina County Lumber Co. is one 
of the oldest established Southern 
Pine producers. The company was 
originally founded by the late J. H. 
Kurth, Sr. father of Ernest L. Kurth, 
now president of Angelina County 
Lumber Co. and J. H. Kurth, Jr. newly 
elected president of Newton County 
Lumber Co. Operation was begun at 
Keltys, Texas in May 1887 and the 
company has operated continuously 
ever since. 

Other affiliated companies in this 


group are Angelina Hardwood Com- 
pany with mills at Ewing, Texas and 
Ferriday, Louisiana; Kurth Manufac- 
turing Company at Clarksville, Texas; 
Texas Oak Flooring Company, Dallas, 
Texas, and Trout Creek Lumber Com- 
pany, Kirbyville, Texas. 


Conflagrations 

The Taylor Lumber & Supply Co., 
Shawnee, Okla., had its yards swept 
by swiftly spreading fire on May 21; 
loss was unofficially estimated at 
$100,000. It is understood most of 


the loss is covered by insurance, al- 
though some materials can not be 
replaced because of the war. The 
adjacent apartment building owned by 
W. B. Taylor, proprietor of the yards, 
was also burned. The company, in a 
half page newspaper ad soon after the 





fire, announced “business as usual” 
is being carried on from its planing 
mill location two blocks north of the 
site of the destroyed yard. 


The box factory and planing mill 
of the Shaw Lumber Co., Tionesta, 
Calif., were destroyed by fire recently, 
with loss estimated at $125,000 by 
President J. R. Shaw. The company 
has plants at Klamath Falls Ore., and 
at Tionesta, Calif. The fire loss is 
covered by insurance and the plant 
will be rebuilt as soon as equipment 
can be obtained, Mr. Shaw said. 


The Mayfair Lumber Co. yard at 
4823 Lawrence Avenue, Chicago, IIl., 
was the scene of a spectacular fire on 
June 38, which destroyed $150,000 
worth of lumber and supplies before 
it was brought under control. 


Enters Public Service 


Frank Wilson of Randall Bros., Inc., 
Atlanta, Ga., member of the Atlanta 
City Council who took over the super- 
intendency of Grady Hospital in 
Atlanta June 1, was guest of honor 
at a testimonial luncheon tendered 
him May 28 by Atlanta building ma- 
terial and supply dealers, with whom 
he has been associated for years in 
business. 

Joseph G. Rowell, counsel for the 
lumber dealers, who presided, lauded 
Wilson’s desire for public service “in 
that he is willing to leave a field in 
which he has been an outstanding 


June 12, 1943, AMERICAN LUMBERMAN 





succes 
new ]j 

Fra 
of th 
Counc 
ern \ 
ing de 
He al 
on thi 


New 
Pine 
The 
and F 
point. 
man 
ment. 
will 1 
the p 
to thi 
3lock 
offices 
Boeg: 
pine 
Harb 
r. 
of th 
to lu 
izes 1 
and ¢ 
New 
Th 
its n 
came 
pany 
the | 
the o 
well 
for t! 
men 
oper 
A 
ties : 
the ¢ 
on tk 
is sel 
and | 
road: 
Th 
the f 
with 
the | 





firey 
all | 


year 
able 
mue 
atio1 


the 

hou: 
Ere 
keey 


to t 
to x 


AM 








ufac- 
2X as; 
allas, 
Com- 


Co., 
wept 
y 21; 
1 at 
st of 
2, al- 
t be 

The 
ed by 
‘ards, 

ina 
r the 


ska) 





sual” 
aning 
f the 


> mill 
nesta, 
ently, 
)0 by 
npany 
., and 
ss is 
plant 
pment 


rd at 
», I, 
ire on 
50,000 
pefore 


> me, 
tlanta 
super- 
al in 
honor 
idered 
: ma- 
whom 
ars in 


yr the 
lauded 
ce “in 
eld in 
nding 


RMAN 











success to accept the hazards of his 
new position.” 

Frank Wilson is a national director 
of the Lumber & Supply Dealers 
Council, and president of the South- 
ern Woodwork Association, compris- 
ing dealers from nine southern states. 
He also represents that organization 
on the WPB industry committee. 


New Manager of 
Pine Department 

The Kerr Lumber Co., McMinnville 
and Portland, Ore., has announced ap- 
pointment of A. A. (“Al”) Boegge- 
man as manager of its pine depart- 
ment. General offices of the company 
will remain at McMinnville, Ore., but 
the pine department has been moved 
to the Portland offices at 376 Pittock 
Block. The company also has sales 
offices in principal eastern cities. Mr. 
Boeggeman was until recently in the 
pine sales department of the Twin 
Harbors Lumber Co., Portland. 

FE’. A. Vollstedt is general manager 
of the Kerr Lumber Co. In addition 
to lumber, the Kerr company special- 
izes in moldings, shook, K. D. frames, 
and cut stock. 


New Planing Mill 

The rare opportunity to tear down 
its mill and rebuild it from scratch 
came recently to Foshee Lumber Com- 
pany, Montgomery, Alabama, when 
the Government bought the site of 
the old mill for an expansion of Max- 
well Field. Being paid a lump sum 
for the site, the company used its own 
men to move the mill and was out of 
operation for only forty-five days. 

A new planing mill and other facili- 
ties are located one mile distant from 
the old site on a forty-four acre tract 
on the new Birmingham Highway and 
is served by the Western of Alabama, 
and the Gulf, Mobile & Northern rail- 
roads. 

The layout of the new plant is in 
the form of a T, being a wooden shed 
with metal roof. The boiler house and 
the 32 by 32 foot fuel house are of 





New Foshee planing mill 


fireproof construction, the latter being 
all metal. Profiting by its thirteen 
years of experience, the company was 
able to erect a new mill that affords a 
much more compact and flexible oper- 
ation. 

Prior to moving to this location, 
the company built several employee 
houses and an office on the new site. 
Erection of the houses was helpful in 
keeping employees on the job. 

The Foshee sawmill is being moved 
to the company’s Elmore, Ala., plant 
to place it closer to their log supply. 





Lumber Dealer Active in 
Flood Relief Work 


Major C. W. H. Schuck, proprietor 
of Schuck & Son Lumber Co., Spring- 
field, Ill., is commander of the Illinois 
wing of the Civil Air Patrol and has 


Major Schuck and Mrs. Ide 


been active in flood relief work in the 
recent disastrous floods which devas- 
tated the farm lands drained by the 
Illinois, Wabash, Arkansas, and Mis- 
sissippi Rivers. 

The accompanying photo was taken 
May 25, when six civil air patrol 
planes arrived at Springfield from 
Chicago with 500 pounds of emer- 
gency army dextrose ration for dis- 
tribution among Red Cross workers 
and soldiers stationed at Beardstown, 
Ill., where they were fighting the ris- 
ing waters of the surging Illinois 
River. 

Major Schuck was at the Spring- 
field Airport when the Chicago flyers 
arrived and under his direction the 
planes took off again for Macomb, 
Ill., where rations for the soldiers 
were unloaded and forwarded to the 
flood-threatened city of Beardstown. 

The Civil Air Patrol was also active 
in air survey work of flooded river 
bottoms and farms, and in animal 
rescue work. 

Shown with Major Shuck is Mrs. 
Roy Ide, head of the Sangamon 
County Red Cross disaster unit. 


New Mill 

The Associated Lumber & Box Co., 
a subsidiary of the American Box 
Corp. of San Francisco, Calif., has 
opened a large mill at North Fork, 
Calif., to produce lumber for the man- 
ufacture of food and ammunition 
boxes. The plant was opened on May 
24 with a ceremony attended by for- 
estry officials, bankers, and business 
and civic leaders under the direction 
of Gene Steiner, manager of the As- 
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sociated Lumber & Box Co. in Fresno, 
Calif. 

The new mill, which will cut 60,000 
board feet of lumber each eight hour 
shift, is a single band mill with shot- 
gun feed. Steam power is provided 
from two boilers fired by sawdust 
burners. 

Earl Oliver is general superintend- 
ent of the new mill; Charles Dodson 
is mill superintendent. 

Western Furniture Market 

The 1943 Western Fall Market 
Week will be held at the Western 
Furniture Exchange and Merchandise 
Mart, San Francisco, Calif., during 
the week of July 12 to 17, featuring 
showings of new wartime replacement 
merchandise in furniture and other 
items of home furnishings. 


. . Obituaries 


OSCAR T. ANDERSON, 47, owner and 
operator of the Anderson Lumber Co., 
York, Neb., died at his home there May 
18 after a brief illness. Survivors in- 
clude his widow, a daughter, his mother, 
and a sister. 


EDWARD J. BALLOR, 47, proprietor 
of Linwood Lumber & Coal Co., Lin- 
wood, Mich., died May 16 at his home 
there. Surviving besides the widow 
are four sons, three daughters, three 
sisters, and three brothers. 


HENRY T. BUNKER, 75, of Long- 
view, Wash., formerly a prominent Ta- 
coma, Wash., lumberman, died May 27 
in a Seattle hospital. Besides his 
widow, survivors include a _ son, a 
daughter, and a brother. 


WILLIAM C. CHAMBERLIN, 54, 
president and general manager of the 
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Arkmo Lumber Co., with headquarters FRANK McILWAIN, 62, retired lum- 

in Little Rock, Ark., died April 29 in berman of Rushville, Ind., died there Gou 

an Indianapolis hospital. He was a May 31, after having suffered a stroke 

past president of the Arkansas Asso- on April 9. He had been associate ( 

ciation of Lumber Dealers and of the with Pinnell Tompkins Lumber Co. untij re 

WT SMITH LUMBER C0 Southwestern Lumbermen’s Association, his retirement last December, and hagq > ie 
e e e and had served as assistant food ad- been active in political and fraternal be dee 

ministrator for Arkansas during World affairs. Surviving are one son upon 
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| WEST COAST FOREST PRODUCTS his enlistment, superintendent of The ee ens ta kae Gace Ge “a Gutt 
Little Southern Lumber Co., Slidell, La., May 24 at his home in Los Angeles. Beve 
was killed in action. Born =n England Calif., where he had lived since his re- Figg 
mM ae eee ee the One or —— ae tirement. He also had been vice pres- (Pount 
rears =O e worke or his une : : : sicaies : ) 
¢ 4 ’ ident and xreneral manager of the : 
anufacturers Ee Robert W. Hillcoat, at Slidell and al- x ee Bags > sa a & on Is corr 
PINE & POPLA Southwestern and the Louisiana & Pa . 
R - though the young sergeant had been ttn Was 4 ‘ ion << Reanieun Sale This 
LUMBER ‘ at iby Pha ap cific Railroad companies. Survivors in tie 
gs approved for American citizenship, ¢jyde his widow, a daughter, a brother, ive Ju 
& each time a naturalization court con- —_ two sisters, three children by an earlier 
& vened, Sgt. Kind had just been trans-  jarriage, and his grandchildren, one Rotar 
y bv oe to ag mage ge eg post and a of whom is J. D. Tennant, Jr., Long- MPI 
Members ne gave up his life for a country he flew (Wash.) 1 berman , : 
S$. P.1. B. didn’t have time to adopt. He is sur- ~'°™ ee follow: 
© vived by his mother, who lives in South i i rotary 
LA GRANGE, GA. Africa, a brother who is an officer in DWIGHT B. TIFFANY, 82, head off hey 
the South African Artillery, and his Tiffany & Pickett Lumber Co., Win- 
uncle, Robert W. Hillcoat, lumber man-_ sted, Conn., and a former member of 
ufacturer and exporter of New Orleans, both branches of the Connecticut Leg- Th 
La. islature, died May 26 at his Winsted (i 
Ch Y S t Si d as home. Mr. Tiffany started his business 1/8 
ange our aws 0 mon ) ALEXANDER HAMILTON (“ALEX”) career as a sawmill operator in Bark- 1/7 
B, F, 3, or 2" inserted tooth. Cut more lumber at less HARGIS, 84, Jackson, Ky., a prominent hamsted. Later he and Frederick Bf 4/5, 
etpense, and no saw trouble. Saw returned 2nd day as and colorful figure of the Breathitt Pickett purchased lumber yards 3/16 
ls une, ANN Che cont of new. ANE on 2% County feud days of sixty years ago, Winsted and formed the lumber firm. § 7/25 
edger saws, also on solid and trimmer saws died ina hospital in Lexington on April Subsequently Mr. Tiffany purchased Mr. 1/4 ea 
toe : 30. He once owned vast coal and lum-_ Pickett’s interest. His widow survives, EF 
ae . a = ai . ‘or 
J. H. MINER SAW MFG. CO., Meridian. Miss. ber interests and was a pioneer in the together with a daughter, a son, three “Te 
development of these industries in the granddaughters, and a great grand- 
Breathitt area. He was president of daughter. Sitk 
the Hargis Commercial Bank & Trust LUDGER J. VAUDREUIL, 77, pioneer N q 
Co., which closed during the depression Wisconsin lumber retailer, died at a Aame 
WHITE PINE Idaho -- | et and . _ a ae  o Chippewa Falls., Wis., hospital June 2,f} certai1 
Ponderosa-- eee Se Ce eres following a brief illness. He had been’ specia 
Al California White — also active in State politics and a resident of the city for nearly 7 amend 
= and Sugar Pine hag a agg Sing etal te sg Brea- years. In 1912 he established the Writ 
i Cedar and epee stag as ee Vaudreuil Lumber Co. His widow and rite 
Fir Waliboar West Coast Products Tom Hargis, Lexington. ten children survive. Ai 
— —_— ——— irer 
a Wvilliam Schuette Company ERWIN KREISLE, 50, secretary of FRED G. VOIGHT, 58, manager off pee 
Office--4 the Kreisle Manufacturing Co., Tell Ripon Lumber Co., Ripon, Wis., for the 
1 East 42d St. PITTSBURGH, PA. City, Ind., died unexpectedly at his last 16 years, and president of the to MP 
home there on May 21, after suffering South Central Wisconsin Lumbermens craft 
a cerebral hemorrhage in his office. He Club, was found dead in bed the morn-§ the ef 
was a director of the Indiana Lumber ing of May 29. He had been active in rouch 
DYKE BROS & Builders’ Supply Association. Surviv- local business, civic, and fraternal g 
e ing are his widow, two daughters, a circles. Survivors are his widow, his forme 
Mfrs. and Jobbers of Building Materials son, his mother, three brothers, and mother, and a sister. lumbe 
s five sisters. ——— 
Little Rock, Ark. Dallas, Texas a inne T 2K. IR, 3p Of the 
Fort Smith, Ark Secsnnte U.S.A SERGEANT C. F. WORK, JR., ° ; 
Oklahoma C > Okla. itcuatie, Senn. ‘ NORBERT E. LENTZ, 53, proprietor vice-president of C. F. Work & Sons, create 
Kansas City, fe. Chattanooga, Tenn. of the Encinitas Lumber Co., Encinitas, Inc., Memphis, Tenn., died in a hospital 
Joplin, Mo. New Orleans, La. Calif., died recently after a short ill- at Gowen Field, Boise, Idaho, on Mayg _ 
Shreveport, La. Birmingham, Ala. ness. He is survived by a daughter 24, following an operation. Set. Work Simm 
Houston, Texas and a son. was in training to be a flight engineer Sax 
in the American Air Force. He attended 





HENRY M. LUELLWITZ, 40, of Bev- Memphis University School, Columbia oO , 
erly Hills, Calif., president of the Military Academy, and the University p 
Anglo-California Lumber Co., in Los of Tennessee. Later he joi ned his 





Angeles, died suddenly May 20, follow- father’s firm and was elected vice presi 
Consulting Forester ing a heart attack. He was a native dent ten years ago. He is survived, in 
JAMES W SEWALL PHILLIPS & BENNER of Spokane, Wash. He is survived by addition to his parents, by three sisters 
a Vewe: stain Ristton Bic’ his widow, a daughter, and his father, and two brothers, Lieut. (j.g.) Dant T. 
Established 1910 Port Arthur, Ontario Gus Luellwitz, president of the Globe Work, in the Pacific, and William E. Ame 
Lumber Co., Los Angeles. Work, Memphis. 
70 June 12, 1943, AMERICAN LUMBERMAN AMER 
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Government Regulations 
(Continued from page 52) 


6, 19438, remains effective, and it shall 
be deemed to be automatically revoked 
upon revocation of Limitation Order 
L-290, except that deliveries made pur- 
suant to prior release under L-290 may 
be completed under this section, if ac- 
complished within 30 days after revo- 
cation or termination of Limitation 
Order L-290. This § 1381.524 is based 
upon Limitation Order L-290 as it stood 
on May 6, 1943, and any amendment of 
that Limitation Order will not affect 
the scope or operation of this § 1381.524, 
unless it is adopted herein by amend- 
ment. 


Redwood Celing Amended 
(MPR 253) : 


Maximum Price Regulation 253 
amended in the following respects: 
1. Section 1381.412 Table 1 (E) is 
amended by inserting the figure 
“$26.00” in the vertical column headed 
“Add for dry”, on the horizontal lines 
‘J x ¢”, and 


is 


applying to sizes 5” x 5”, 6” 
. = 3". 
2. Section 1381.412 Table 16 is amend- 


ed by inserting in the column headed 
“Green” immediately below the item 
“Log cabin siding 2” and thicker’ two 


items to read as follows: 


(Green) (Rough) (Surfaced) 
MENU Ste ow sree deen ea 2,400 BM 
Bevel and moulded sill.... 2,800 BM 
3. Section 1381.413 Table 6, in the 

note headed “Estimated Weight 

(Pounds)”’, the second “3” Green” item 


is corrected to read ‘4” Green”. 
This amendment shall become effec- 
tive June 2, 1943. 


Rotary Cut Box Lumber 

MPR 176, Amendment 5, adds the 
following table to the regulation for 
rotary cut southern hardwood box 
lumber: 











Length 
Thickness Lessthan 62 inches 
(inches) 62 inches or over 
Me wiencesodawars $58.00 $60.55 
Rarer 58.00 60.55 
Se era 57.00 59.50 
BMY ate platen te 57.00 59.50 
SRM. saxo io abate teoezeneral 56.00 58.45 
fh Oe ee eee 56.00 58.45 
For cottonwood, add $3.00 per 1,000 


board feet. 


Sitka Spruce Ceiling Amended 

Amendment 2 to MPR 290 adds 
certain short lengths, odd grades and 
Special sizes to the regulation. The 
amendment is effective May 29. 
Write for copies if interested. 


Aircraft Yellow Poplar 

Effective May 27, Amendment No. 5 
to MPR 109, governing prices on Air- 
craft Yellow Poplar Lumber will have 
the effect of reducing the ceiling on 
rough green stock 10 percent below 
former prices. Prices on rough green 
lumber were rolled back to 90 percent 
of their former prices in order to 
create a spread between prices of 


rough lumber and aircraft wood ready 
for use by the fabricator. The 
“spread” provides a margin of profit 
for the remanufacturer of rough green 
lumber for the processing and refin- 
ing he performs, according to OPA. 


Stock Screen Goods 


Ceiling prices were’ established 
effective May 17, 1943, by OPA for 
manufacturers, jobbers and dealers on 
stock sizes and patterns of screen 
doors, combination doors, extension 
window screens, KD wooden screen 
frames. 

Window and sash screen are exempt 
from this Order but dealer’s March 
1942 ceiling prices are still in force on 
his retail sales of same. 

MPR-381 ceiling prices 
these five kinds of sales: 

1. Sales to jobbers (and special deal- 
ers) who received from the seller in 
1942 a discount of 20% or more of the 
seller’s prevailing list price. 

Sales to regular retail dealers. 
Direct factory sales to consumers. 
Retail sales. 

Sales by mail-order houses. 


apply to 


Ol mm co bo 


Sewerage Connections 


Builders are now authorized to 
make house and project connections to 
sewerage facilities if they meet limits 
and costs set forth under provisions 
of supplemental preference order 
P-141-a and if their municipal au- 
thority addresses to WPB a letter of 
certification, such a letter must cer- 
tify that project served is author- 
ized under L-41, cost of material for 
sewer connection is less than $1500 
for underground construction or less 
than $500 for other construction, and 
that the connection is built in accord- 
ance with housing utility standards. 


Standards for Stock Fir Doors 


Commercial Standard CS73-48, for 
Old Growth Douglas Fir Standard 
Stock Doors, which is now a recorded 
standard, will become effective for 
new production from June 15, 1943. 
Under date of Feb. 27, 1943, a recom- 
mended revision of Commercial Stand- 
ard CS73-38 was circulated for written 
acceptance, and since that time the 
U. S. Department of Commerce, Na- 
tional Bureau of Standards, has re- 
ceived signed acceptances from a 
number of manufacturers, distributors 
and users, estimated to represent a 
satisfactory majority. Therefore, in 
the absence of active opposition, J. W. 
Medley, Division of Trade Standards, 
has announced the acceptance of the 
standard. As soon as printed copies 
become available, one will be for- 
warded to each acceptor of record. 
Printed copies of the standard will 
be mailed to non-acceptors only on 
specific request. 





ADVERTISING 


How to Figure Costs for Advertising 
In Classified Department 


One Issue ..............-....30 cents a line 
Two consecutive issues ......55 cents a line 
consecutive issues ....75 cents a line 

Four consecutive issues ....90 cents a line 
een consecutive issues.......$2.70 a line 


Twenty-six consecutive issues ..$5.40 a line 


Remittance to accompany the er- 
der. No extra charge for copy of 
paper containing advertisement. 
Copy must be in this office on Mon- 
day prior to publication date. 

Five or six words of ordinary 
length make one line. 

Count in the signature. 
counts as two lines. 

Extra white space figured at line 
rate. 

Heading to be in bold face caps. 

One additional line of light face 
caps permitted in first 14 lines of 
copy, and in each 7 lines thereafter. 

One inch space advertisement is 
equivalent to 14 lines. 


TOO LATE TO CLASSIFY 


Heading 











CARPENTERS APRONS 
Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc. 
Minneapolis, Minn. 








Wanted—EMPLOYEES 








FACTORY SUPERINTENDENT 

A large, successful Wisconsim furniture fac- 
tory needs an able, alert superintendent 
right now—a man who knows how to make 
chairs, who understands production and 
cost-control systems, who can shoulder his 
end of responsibilities in a smooth-running 
organization, and inspire plant personnel to 
give him their best. A man with a record 
of performance that qualifies him for this 
position can start with a good salary—and 
go far with an old, established company now 
directed by a management that is looking 
forward to an even greater future. Write at 
once, giving full particulars. 

Address “B-88,’’ American Lumberman. 





WORKS MANAGER 


Take complete charge medium size Wood- 
working Plant now working overtime on 
long term War Contracts. Company has 
long record of steady growth, is highly 
rated financially and widely known. Per- 
manent position at high salary for capable 
executive who can handle men and plan 
and direct production. 
Address “G-34,’) American Lumberman. 


RETAIL LUMBER YARD MANAGER 


Must be experienced, neat, capable of han- 

dling men. In Illinois; population 5000. 

Good wages for right party. Ref. required. 
Address “G-44", American Lumberman. 











Sawmill 
Operators e 


BOOKS THAT YOU NEED 


—Dozens of them—are quickly avail- 
alle from our complete line. 
Learn More About These 


Books That'll Increase Your Profits 
Write Now for Complete Catalog 


American Lumberman 


43 Dearborn 


1S. Street 
CHICAGO, ILL. 





George Drolet, 
TIMBER ESTIMATES 


Consulting Forester 
Depletion Reports 


TUSCALOOSA, 
ALABAMA 


Management Plans 
Valuation Surveys 
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Wanted—EMPLOYEES 





Wanted—EMPLOYMENT 





Wanted—USED MACHINERY 





SUPERINTENDENT 


For large wholesale and retail distribution 
yard with planing mill facilities, which 
has been operating for a great number of 
years in a large southern city. Excellent fu- 
ture for the proper man. State age, experi- 
ence, list of former employers and salary 
expected. 


Address “G-35", American Lumberman. 





YARD MANAGER 
To operate lumber and coal yard, good farm 


trade. Must know estimating. Draft ex- 
empt. Southern Cook County, Illinois. 
Address ‘‘G-37"", American Lumberman. 





WANTED 
Man to run circular sawmill, cutting timber 
from 400 acres in southern Illinois, either 
with or without a sawmill. Will contract 
cut or hire on salary. No logging as timber 
will be put on mill yard and lumber taken 
away from end of mill. Give reference and 
state proposition in first letter. 
Address “G-38'’, American Lumberman. 





WANTED 
A man to take charge of building material 
store and develop a resale department for 
roofing, insulation, and other direct-to-con- 
sumer items. All replies treated confidential. 
State salary and commission expected. 
Address “G-61,"" American Lumberman. 





A PRODUCTION MANAGER NOW 


For a large, long-established Virginia lum- 
ber and millwork firm doing special and 
quantity production. Must have proven abil- 
ity, initiative, vision and be able to assume 
responsibility. The man with a record of 
past performance that qualifies him for this 
position can start.with a good salary and 
£o the limit of his ability with a company 
planning for the ‘future. Write, giving full 
particulars; all replies will be held strictly 
confidential. 


Address ‘‘G-42,"" American Lumberman. 





YARD MAN 


For retail yard in southern Indiana county 


seat town over 45 years of age. Must be 
capable of waiting on trade. 


Adress ‘“‘G-43,” American Lumberman. 





WANTED 
Combination planing mill machine man with 
some Knowledge of saw filing not over 40. 
One who is willing to work and learn every- 
thing pertaining to full operation, thereby 
working up to full superintendency of plant 
consisting of circular sawmill, steam dry 
kiln, planing mill with band resaw., A good 
opportunity for a gentleman. Plant is mod- 
ern and is in a southern city of over 30,000 
population. No rush to fill this job as it is 
largely a post war planning, but can start 
any time convenient. 
Address “G-33,"” American Lumberman. 





WANTED 


A man thoroughly experienced with retail 
lumber and building supply items to keep 
stock records and act as assistant manager 
in large, wholesale building supply company. 
Address “G-47", American Lumberman. 





WANTED 


Man to keep up planer, resaw and other ma- 

chines in a box factory in southern Illinois. 

Write giving age and references. 
Address ‘‘G-52,” American Lumberman. 





WANTED 
By large southern wholesale and retail dis- 
tribution yard, planing mill foreman capable 
of taking full charge of modern complete 
Planing mill capacity 100,000 feet daily. Re- 
saw to moulders. Excellent future for 
proper man. State age, experience, former 
employers and salary expected. 
Address ‘'G-54," American Lumberman. 





WANTED BY FLORIDA CONCERN 
Bookkeeper experienced in 
building materials. 
perience preferred. 

Address ‘“‘G-57,” 


lumber and 
Man with line yard ex- 


American Lumberman. 


GENERAL OFFICE POSITION WANTED 
Shipping, billing, typing, bookkeeping. For- 
merly grader and inspector. Experienced 
from sawmill to _ retail. Small northeast 
town preferred. 31, draft deferred. 
Address “G-56,."" American Lumberman. 





A-1 CIRCULAR SAWYER & FILER 
Wants job on steam or tractor mill. 15 yrs. 
exp. Age 39; A-1 ref. Will go anywhere 
for 90c or more per hour. 

Address “G-58,"’ American Lumberman. 


Wanted—Lbr. & Dimension 














WANTED 
One complete overhead log skidding outfit, 
Describe fully; state best cash price. 
PAINTER LUMBER COMPANY 
Morgantown, West Va. 





WANTED TO BUY 
One used Freuhauf Trailer with flat roller 
platform. ATLANTIC LUMBER & SUPPLY 
CcO., Bayonne, New Jersey. 


WATER HEATER 


Good used open or direct contact type, such 
as Cochrane, for utilizing exhaust steam, 
ELK RIVER COAL & LUMBER CO., Swan- 
dale, W. Va. 





WANTED FOR CASH 
Entire lumber yard stocks. 
BISSELL WRECKING CO. 
7834 W. Grand Ave., Elmwood Park, II. 
Phone: Dimwood Park 1198 





WANTED 5 
No. 2 Com. & Btr. Sycamore, Beech or 
Tupelo in straight or mixed cars. Give 
amount of No. 2 Com. J. P. DODGE AND 
SON, Ashtabula, O. 





WANTED TO BUY 
100,000 feet Roofer Rejects, Car Bracing 
and Dunnage 4/4” and 5/4”, Rough or 
Dressed. igh Priorities available. Quote 
prices and deliveries. GARFIELD MILL, 
631 Grand St., Jersey City, N. J 





DOORS & MILLWORK 
New or used. Large or small lots. 
BISSELL WRECKING CO. 
7834 W. Grand Ave., Elmwood Park, IIl. 
Phone: Elmwood Park 1198 





NO. 2 CONSTRUCTION BOARDS 


2,000,000 ft. 4/4, 5/4, 6/4, 8/4, x 4” and up 
wide RL—Rough or dressed, green or dry. 


Write or wire quantity available, earliest 
shipment. Quote f.o.b. Norfolk. Also, re- 
quire Dunnage same specification. AA-1 pri- 


ority. 
ELCO LUMBER COMPANY 
4500 Killam Ave. Norfolk, Virginia 





WANTED 
Finishing lumber B or better, C or D. Ceil- 
ing prices. 
BISSELL WRECKING CO. 
7834 W. Grand Ave., Elmwood Park, III. 
Phone: Elmwood Park 1198 





WANTED TO BUY 
20 to 30 Ton Locomotive Crane. 
10 to 20 Ton Gas Locomotive. 
1,000 GPM Underwriters Fire Pump. 
15,000 to 20,000 Gal. Oil Tank. 
2—50,000 to 100,000 Gal. Tanks on Towers, 
THE DARIEN CORPORATION 
49 East 41st St., New York, N. Y. 


BOXBOARD MACHINERY WANTED 


We are in the market for nailing machines 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen 
Johnson or Morgan Matchers. Edge Trim- 
mers, Squeezers and Band Resaws, and any 
other box equipment used in box working 
factories. 
Address “E-78’’, American Lumberman. 


WANTED 
Band Resaw 44” or larger; Multiple Spindle 
Horizontal Borer 42” or larger; planer and 
matcher. Give description and best cash 
price. C. ERCELL WIMBROW, Salisbury, 
Maryland. 











WANTED 
8’x12” bottom wheel & shaft for Filer & 
Stowell Bandmill. MILLER LUMBER COM- 
PANY, Millerton, Okla. 


WANTED TO BUY 
Upset Saw Swage; also Roller Saw Swage. 
BOB W. GRUBB, Beecher City, Ill 


WANTED TO BUY 
Two 36” Gauge Steam Locomotives, one 18 
to 20 tons, and one 30 to 40 tons. Advise 
condition, price and location. 
Address ‘“G-51," American Lumberman. 


WANTED 
New or used handle machine for making 
square and round hoe handles. SUPERIOR 
EYE HOE COMPANY, 407 Morrison Bldg, 
Charleston 1, W. Va. 

















WANTED FOR CASH 
2 cars No. 2 & No. 3 boards s4s KD, Yp. 
2 cars No. 2 Dim. s4s KD, Yp. Ratings furn- 
ished. G. E. WILLIAMS, Nowata, Okla. 





WANTED 
Ten million feet %x%” random lengths 8/12” 
with %x\4” deep saw cut running length of 
the %” face oak, beech, elm. D4S A/D stock 
acceptable but must be dry. 
Address “G-46", American Lumberman. 





WILL BUY ONE MILLION FT. EACH 
4/4 Sap Gum, Soft Maple, Poplar, 
Cottonwood, Sycamore, Oak & Beech. 
run, green or dry. 
is loaded. 

Address ‘“‘G-48”"’, 


Tupelo 
Long 
Pay cash as fast as stock 


American Lumberman. 





WANTED 
Crating, core stock, truck and _ furniture 
lumber, air dried and/or kiln dried, rough 
and/or surfaced. What have you? 
PAUL B. BERRY, Grand Rapids, Mich. 





WANTED 
100 M. pieces Red Gum 7/16x10x15” long, 


clear stock free from warp and D2S imme- 
diate shipment. 


Address ‘“‘G-53,’’ American Lumberman. 


Wanted— 
BUSINESS OPPORTUNITIES 








Wanted—MISCELLANEOUS 


RAILS WANTED 
Principally 16-20-25-30 Ib. 
THE W. H. DYER CO. 

Fullerton Bldg., St. Louis, Mo. 


RAILS: ANY SIZE OR QUANTITY 


Particularly 20 lb. 25 Ib. 30 Ib. 35 Ib. & 40 Ib. 
Secure our price before selling. 
MIDWEST STEEL CORP., 
Charleston, W. Va. 


WANTED 
Complete Plants, Pipe-lines, and Industrial 
enterprises bought = cash or —* for 
the owners. Wire, phone or write 
INDUSTRIAL SUPPLY & EQUIPMENT co. 
1044 Canal Bldg., New Orleans, La. MA 5586. 




















For Sale 
TIMBER & TIMBER LAND a 


ONTARIO TIMBER FOR SALE 
15 million ft. 70% Hemlock, 2 million White 
Pine, balance Birch principally; Elm, Ash, 
Hard Maple, Spruce & Balsam, Cedar. 
Address “C-74,”" American Lumberman. — 


FOR SALE 
165,000 acres timbered land on southeast 
Atlantic coast $3.50 per acre. Also tree 











10,473 acres $4.00 per acre. 36,000 acres 
this is cut-over land. VIRGINIA REALTY 
CcoO., Carrsville, Va. 








INSPECTOR 
Hardwood and Softwood for Detroit whole- 
sale yard; top wages; good working condi- 
tions. Give all details by letter to J. P. 
SCRANTON & COMPANY, Box 56 Harper 
Station, Detroit, Mich. 








Wanted—EMPLOYMENT 








WANTED TO PURCHASE 
Completely equipped woodworking shop. 
State full details, price, and inventory of 


machines. Will consider partnership if busi- 
ness warrants. 


Address “G-63,’’ American Lumberman. 


Wanted—RETAIL LBR. YARDS 











BUYER, EXPEDITOR, OR INSPECTOR 


23 years experience; age 51; draft exempt. 
A-l references. RICHARDS, Apt. 14, 743 
Cotton Ave., Birmingham, Ala. 


72 





WE WISH TO BUY 


Several yards. Southern Wisconsin, Central 
and Northern Illinois prefered. 
Address “G-45", American Lumberman. 





For Sale—RETAIL LBR. YARDS 


SO. CALIFORNIA LUMBER YDS. 
Advise amount investment wanted. TWOHY 
LUMBER CoO., Pet. Sec. Bldg., Los Angeles, 
Lumber Yard Brokers for over a quarter 0 
a Century. 











FOR SALE 


Retail yard in a one-yard town in So. Wis: 
Rich dairy country with big farmer trace > 
lumber, coal & feed. Owner retiring accoun 
of age and temporary lack of experience 
help. For particulars, 

Address “G-62," American Lumberman. 


June 12, 1943, AMERICAN LUMBERMAN 











eschewed 


SPSSAAE SY ao 


ar 


UI 





